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A “PEDEMODE™ Cockscomb Moe- 


casin Front Sling Pump in Tandrit« 
1024 unlined Calf. Square-back built 
up leather heel: white-stitehed spade sole, 


made by 


GROSSMAN’S SHOES, INC. 
BROOKLYN, N. Y. 
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WHEN THEY SEE YllelelG ewe 


THE LINE WHERE QUALITY AND VOLUME MEET 


You not only attract more customers. You keep them with Vitality Shoes! 
Women are quick to respond to Vitality chic...just as quick to 
appreciate their superb quality. Get this substantial, year-round volume 
business with ever-more-popular Vitality Shoes! 


Vitality Open Road Shoes for Outdoor and Campus Wear 
Made by bmerica’s Largest Shoemakers 


VITALITY SHOSB COMPANY, DIVISION OF INTERMATIONAL SHOE COMPANY, ST. LOUIS 3, MOe 
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Vol. CXXX, No. 3. BOOT AND SHOE RECORDER, published semi-monthly by Chilton Company (Inc.). Entered as second class matter June 5, 1948, at the Post Office in 
Philadelphia under Act of March 3, 1879. Subscription price $3.00 per year. Printed in U.S.A. (Canadian rate $3.00 plus $0.50 for Canadian War Exchange tax—making total of $3.58.) 
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Independence Is A Wonderful Thing! 



































Holland-Racine Dealers place 
a high value on their independence, NATIONALLY ADVERTISED IN 


and so do we. Seeing eye to eye POST - COLLIER’S - LIBERTY - ESQUIRE 
on the importance of this inde- 
pendence, we seek at all times to 
strengthen it, never to compete 
with it. 
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FOR ee DEALERS ONLY . AL comprehen yn Adver- 
tised line and as the ads _ — d by ind ependent de cen os e professional 
hands at shoe fitting: do uble foot happiness. 


HOLLAND-RACINE SHOES, inc. micuican 


























ee 





thas 9, Aang ae ie . = ROTI OMe 3 ve ae 
PONIES TE TREE I 


ie ‘ 
































shoe eyelets 
lor Vall, 


ES r 
RAT, 
eA 


a 
a 


~ wt 


Si fe 


to the Manufacturer 


Invincible Roll Setting Aluminum Eyelets (surface type) 
and Aluminum Blind Eyelets, in all standard colors and 
sizes, are available for prompt shipment. 


Ruddy Wine 1900 Fiesta Wine 1900 
antec Brown 3m a the Retailer Tows Brows - 1100 
indian Tan 300 Russet 302 


no embarrassment from rough inside surfaces when shoes 


MEN'S 


COLOR NUMBER 


WOMEN’S 


COLOR NUMBER 


Reddish 1900 Frappe Cocoa 302 
Teway Tes fas are equipped with these eyelets. ieee heen “iin 
Golden Tan 300 do the 2, ! Cherry Red 600 
Colden Harvest 300 Amber Brown 303 
Black 100 because they lie permanently smooth inside, stockings Black 100° 


do not fray or wear thin where Invincible Roll Setting 
Aluminum or Aluminum Blind Eyelets are used. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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@ Walk-Over continues consistent ad- 
vertising in trade and consumer pub- 
lications—while shoe-hungry deal- 
ers may wonder why! 

Our reasoning is far-sighted and 
sound. We want to make it easier 
for you to meet stiff competition 
when it comes. By keeping the 
Walk-Over trade-mark con- 
stantly before the public, we 
help you build a bigger and better Walk-Over 


following for the future. 


WALAOVER SHOKS 


Walk-Over Men’s Shoes, $8.95 to $12.95 Q Geo. E. Keith Company, Brockton 63, Mass. 


New York Sales Rooms, Marbridge Building—822 and 906 


July 1, 1946 5 





RIGID. Color: Grey. Felt base. Thermo- 
plastic*. Patented. Available in all pre-war 


weights. 
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RIGID. Color: Grey. Felt base. Thermo- 
plastic*. Available in weight 2 only (women’s). 








Pe 


RIGID. Color: Black. Felt base. Thermo- 





plastic*. Available in all p 








Coes! 


SOFT. Felt base—rubberized. Non-thermo- 
plastic. Available in weights 1, 2, 3 in white— 


weights 1, 2, 3, 4 im black. 








ye 


SOFT. Flannel base — rubberized. Non-ther- 
moplastic. Available in black and white in 


! weight 2 only (women’s). 
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FLEXIBLE. Color: Grey. Cork compound — t 
ic*, Available in 


Thermop! 


ile backi 
weights 3 and 5. 
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FLEXIBLE. Color: White. Thermoplastic* 
lamination — textile backed both sides. Avail- 
able in weights 30 and 40. Sold only as cut toes. 
Delivery subject to production convenience. 
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BECKWITH THERMOPLASTIC BOX TOES are 
made pliable by either dry or vapor heat at 
lasting operations. They soften in seconds, 
harden in minutes, conform readily to the 


last and it speedier lasting room pro- 
duction possible with any other Sex 
toe type. 


ereeccemnners 


FAMILIAR 
FRIENDS 


Box toes that work forthe shoemaker, 
day in and day out, simplifying pro- 
duction and minimizing factory re- 
pairs, are bound to become fast, 
familiar friends. To the hundreds of 
users of Beckwith’s seven basic box 
toe materials, our ability to maintain 
production during the war crisis has 
further insured the forty-year old 
confidence that Beckwith has — and 
can ship — the box toe for the job. 





BECKWITH 
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In advertising as in craftsmanship, Stetson leads the way —pre- 
sells your best customers and prospects with regular monthly ad- 
vertising in the Saturday Evening Post, augmented by full-color 
pages in Esquire. Stetson looks forward to the time when real 
selling will once more be necessary—in contrast to the simple 
“order-taking” of today. Then the consistent promotion of the 
Stetson name, plus Stetson’s long-established reputation for qual- 
ity and style, will pay big dividends to those far-sighted merchants 
who regularly feature and display Stetson Shoes. The Stetson 
Shoe Company, Inc., South Weymouth 90, Massachusetts. 
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SHOES BY STETSQN 
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Spring : Summer ° Fall 
The Whole Year Thru 
PLAY SHOE TIME IS idztadekiw TIME 


No. 900 JESTER ~ — 






Sigck or brown leather. 6/9 low Pes the carefree casual crowd who wear Playtops, FUN is not a matter 
Genuine Leather Soles. eat ’ ° 

Sines: 4-9 a. of seasons, it's a year ‘round carnival of pleasure. And, for the merchant 
No. 950 Black sae, who sells PLAYTOPS, naturally, each month brings its own festival of 
lated Suede $3.30 profits. That is why consumer and retailer, both enthuse over PLAY- 








TOPS' better styling, richer materials, and clean- 
cut workmanship. FOR THE TOPS OF THE PLAY 
SHOE MARKET, INVESTIGATE PLAYTOPS 
TODAY. 












No. 930 SANDAL 
Black Simulated Svede or 
Biack Plastic Patent. 

Sizes: 49 Medium Widths 
5-9 Narrow Widths 


$2.80 











IMMEDIATE DELIVERY 


Orders accepted in case lots 
or Minimum Order 18 pairs of 
one style and color. Terms: 2%, 
10 days, net 30, F. O. B. New 
York 


No. 935 BALLET 
Black Simulated Suede 
Sizes: 49 Medium Widths 

5-9 Norrow Widths 


$2.80 





No. 920 ANKLET 


Biack Simulated Suede with 
Naitheods. Also without Nail- 
heads in Black Plastic Patent. 
Sizes: 49 Medium Widths 
59 Narrow Widths 


$2.80 
SHOE & SLIPPER CORPORATION ¢ 200 cuuncn srTReet, NEW YORK 13, W. Y. 


Export Dept. Cable Address: PLAYTOPS, N. Y. 
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A Shoe can be no 
better than its Sole 


No matter how good the upper leathers, the work- 
manship, or the styling of a shoe may be, the wearer 


will soon notice the quality of the sole. 


The tanning technique that distinguishes all 
American Oak Sole leathers is a result of 65 years 
of continual scientific advancement and practical 


experience in the art. 


Truly a shoe can be no better than its sole. More 
than that, a sole tanned the American way makes 


any shoe a better-shoe. 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI ST. LOUIS 


CHICAGO BOSTON 
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Now, the Best Dressed Circle Goes for 


(iy (Gob 


DISTINCTIVE SHOES FOR MEN 





t 
BEST presseD cine 











EVERYTHING about City Club Shoes 
appeals to the Best Dressed Circle. 
Smarter styles, for every occasion. Finer 
fit, for greater personal ease. And back 
of it all ... eye-catching, national 
advertising —“ Big City” in tone— 
that brings the Best Dressed 


Circle to your store! 


Retailing at 
$6*5 ee $gss 
Some Styles Higher 


THE CLASTON 
$550 to $650 


STYLED BY PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3. MO. 
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Tuere is no smarter looking bowling shoe than 


the Athco—it has theseye-appeal that means buy-appeal! 
e F an CO But there is more to an Athco Bowling Shoe than 


looks. It’s a quality shoe throughout, made 





from top grade materials with Athco Goodyear 
BOW I | N G Lock Stitch construction—long wearing— 
perfect fitting—comfortable—made by a company 
S H O FS that knows what is required in an athletic shoe. 
Other bowling shoes may approach its 


clean cut, snappy beauty—but there’s 


only one genuine Athco! 





Design Pot. No.D 142444 


ATHCO 


Reg. U. S. Trademark 


ATHLETIC 
SHOES 










ATHLETIC SHOE SALES COMPANY 
924 N. Marshfield, Chicago 22, Ill. 
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»-. keep up with her! 


You can't keep a girl like Teena down. 
Always on the go, she’s the kind who likes 
to get around. When school lets out, 

you'll find Teena hiking through the 
mountains, picnicking in the park, 
sunbathing at the seashore or sightseeing 


with her family—ecst, south, west or 


CM af, 


north of her home town. For even though 
> dad prefers to rock away his vacation 
on the back porch, it's tough to say no to 
our girl Teena. Restless, energetic, 
Teena and her teen-mates are in the 
me, . . . 
g= market for camping equipment, sporting 
* goods, play clothes, luggage and a 


7 


- ticket to—you name it! Name it in the 





* magazine she reads and believes— 


the young girl’s service magazine 
850,000 and still growing 








Reg. U.S. Pat. Off. 








Some of the most beautiful shoes you 
have seen for years—streamlined with 
the stretch of Lastex yarn for fit and 
comfort—will be available in limited 
quantities for Fall. 

The pent-up demand for these gently 
stretching, perfect-fitting shoes will be met 
as rapidly as production of Lastex yarn 


can be supplied for the shoe industry. 


For models, samples and prices of those types of shoe materials 
made with Lastex yarn which are now available, apply to 
ALFRED VAMOS, 406 Marbridge Building, New York City. 
Alfred Vamos is the inventor and patentee* of Vamos stretchable 
shoes, and the selected consultant for shoe manufacturers using 
materials made with Lastex yarn. 


*Patents assigned to 
United States Rubber Company 


..THE MIRACLE YARN THAT MAKES THINGS FIT 


An elastic yarn manufactured exclusively by 


UNITED STATES 


RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS «- ROCKEFELLER CENTER » NEW YORK 20, N.Y 


SERVING YOU THROUGH SCIENCE 
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Betipie=— wher- 


L . toe rec Celastic 
answers the need of the shoe manufacturer 
for careful definition of toe outline. It’s the 
responsiveness of Celastic to the toe lines of 
the last, its structural strength, that make 


Celastic important to toe styling. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Oy YT: 


m light weight, soft, flexible 
for all casual wear 





ooo BUT MHE’LL WORK FOR YOU IN YOUR WINDOW 


— 


e For Main Street's “passing parade,” this “paneled gentleman,” deep in easy 
chair, is “taking it easy” in Fortune “Informals.” But for you, the Fortune 
dealer, he’s “man at work”. . . working full time in your window .. . literally pulling 
that “parade” into your store, for Fortunes And when you employ Fortune's 
complete window program for fall, there’ll be other “workers,” too. Three-dimensional 
“workers” ... molded plaster “workers”... “workers” with flashing lights—actually 
a completely-fresh window “shift every few weeks. And all tying in with Fortune's 
national ads. @ To put these ever-busy panels to work for you, contact your Fortune 


salesman today. @ Richland-Davidson Shoe Co., Div. General Shoe Corp., Nashville, Tenn. 


SHOES FOR MEN 
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RDINATED WITH GOOD SHOEMAKING... 





Chien Style 6123 
ke ; Richland-Davidson 
SB ae ast Shoe Company * A division 
s SHOES FOR M E N : of ere Shoe Corporation 





 Trostel Tuxedo... | cos 
full grain Kip... produced 3 : 
by Craftsmen, to meet 

the requirements 

of Craftsmen. 























ras 


COINS 


pee Hine Calf and Side Leathers 
ALBERT TROSTEL & SONS COMPANY - SINCE 1854 - MILWAUKEE 
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We MUST daily repeat in our mind and heart: 


"I pledge allegiance to the flag of the United States of America 
! and the REPUBLIC for which it stands; one nation indivisible with | 


| LIBERTY and JUSTICE for ALL.” 
} — 


Let us quit deluding ourselves and fooling 
others with that word “DEMOCRACY”. 
This is a REPUBLIC! Whenever you 
meet with the term “DEMOCRACY” 
used as a title for OUR FORM of Govern- 
ment, you are safe in assuming that it was 
put up to you either in IGNORANCE 
or in FRAUDULENT DECEPTION. 


THE WALKER T. DICKERSON CO. 
COLUMBUS, OHIO, U. S. A. 
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S0RTSTR SN10RS 
by 
SANDLER 


OF BOSTON 
WHAT A TREAT ° 
for little fashion plates! 
SPORTSTERS . . . big sister's college 
favorites in pigtail sizes. 
They're lively ... and lovely... 
and so excitingly different. 


Sizes 122 to3.. 
$5.50 





Boot and Shoe Recorder 








When the first giant firecracker blasts the 6 a. m. 
stillness of the Fourth, it should do more than jar 
you from dreamland. Rather, it should serve as a 
forceful reminder that Christmas is coming--and all 
too soon, if you're a shoe retailer with window prob- 
lems. But, as a Jarman dealer, your morning slumber 
need not be broken--for Jarman now makes it possible 
for you to own an attractive, compelling Holiday 


window just like the one shown. Virtually caroling 


“Merry Christmas, do come in,” this magnetic front 
is available to you...and in one simple operation. 
Merely ask your Jarman salesman to show you Jar- 


man’s complete window program for fall and winter. 


Including the yule material, the program costs less 


than you might pay for a few displays in the pre- 
season rush. So order it through your Jarman salesman 
now, in July, and be doubly glad then, in November. 


Jarman Shoe Co + Div. General Shoe Corp «+ Nashville, Tenn. 








app COLOR ro your ran sHozs 


witn BE FF TUNE 


Tones of Brown — Wine — Mahogany that provide a lasting 
depth of color —that rich hand-rubbed appearance. A new 
formula for “toning” tan shoes to meet the customer’s approval. 
BE BE TONE rubs on and wipes off easily without streaks. 
BE BE TONE brings out the grain of the leather, darkens stitch- 


ing and perforations. 


BE BE TONE is widely used by shoe 
manufacturers for color antiquing — now 
available in pint jars for application by 
the shoe retailer and repairer. 


Sold by Shoe Findings Dealers 
and Shoe Store Supply Houses 
#15 Medium Brown #28 Mahogany 
#18 Dark Brown #31 Wine 
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Get the Latest 
Dope in the... 


JULY [5th 
Recorder 


FALL ADVERTISING AND 
PROMOTION ISSUE 


Advertising and promotion are swinging into 
high again...and the Recorder is Johnny- 
on-the-spot with a Fall Advertising and Pro- 
motion Issue that’s packed with sales-tested 


ideas. 
Read them .. . study them . . . adapt them to 
your own uses... keep them for future refer- 


ence. They’re new, practical, profitable. They'll 
keep you abreast of the latest developments in 
modern merchandising and promotion. 


OUT JULY [5th 
Watch for your copy 


BOOT and SHOE 
NATIONAL VOICE OF THE TRADE 
Published Twice Monthly 


A Chilton ® Publication 
100 East 42d Street, New York 17, N.Y. 
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FEATURES 
LIKE THESE PAVE 
THE WAY FOR PROFITS 


“Promotion is Back in the Picture” 


“Coordinated Sales Promotion the Prime 
Essential” 


“The Changing Character of Postwar Shoe 
Advertising” 


“The Part Fashion Plays in Shoe Promotion” 


“Tomorrow's Shoe Advertising as the Experts 
See It" 


“Current Trends in Shoe Windows and Dis- 


plays” plus 


SUPPLY SOURCE ADVERTISING .. . interesting 
and important announcements by shoe manu- 
facturers and other suppliers give you up-to- 
date information on resources, promotional 
material and sales helps available. 
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*in ESQUIRE, NEWSWEEK 
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“SLIPPER-race HE 


) were YOUR FOor senns” 


“BUY BATES” 


Fit a man to shoes that look and feel right and you make a sale. 
But dramatize the reason why those shoes look and feel right and you make a customer. 
That explains why so many men return to stores featuriffg BATES ORIGINALS to ask for 
the shoes that are “Slipper-Free Where Your Foot Bends” . . . the idea that dramatizes 
style-concealed extra width across the ball of the foot. Wrapped up with that idea is a 









complete merchandising package containing national advertising*, radio recordings, displays 
and other sales helps . . . all with a tested record of making BATES ORIGINALS 
easier for you to sell. The Bates Shoe Company has 


made shoes in Webster, Massachusetts since 1885. BATE 
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GOODALL FABRICS, INC. Opens its New Home in New 
York Where All Sales Offices Are Unified—The Final 
Step In Vertical Integration to Serve You Better 


A year ago the selling organizations, 
L. C. Chase and Goodall Decorative Fab- 
rics, were joined into Goodall Fabrics, 
Inc. Now Goodall opens its new home at 
525 Madison Avenue. 

With this unification of sales-service 
staffs, Goodall Fabrics completes its plan 
for complete vertical integration. We 
repeat a statement made to Goodall 


YOU ARE CORDIALLY INVITED TO 
VISIT OUR NEW HOME IN NEW YORK 


customers in a previous announcement: 

“Qne company—and ONE company 
alone —assumes full responsibility for 
the quality of the raw materials; for the 
authentic styling you want; for the beauty 
of color and design; for the uniformity 
and durability of the weave; for the price 
ing, acceptance and DELIVERY of your 
order. Everything handled, figuratively, 
under ONE roof ...at ONE profit.” 












Boot and Shoe Recordet 











T 















)were | 
horses... 









nt; 
a = 
for ae Ne 
re ‘in at a, -= = 
cao ee ote = a= 
uty = = = - = @ Remember the old adage: “If 
ity wishes were horses, beggars might ride’’? 
rie 
a If wishes were footwear, we would give you enough pairs 


to care for your entire community. 





Unfortunately, we have only WISHES .. . not footwear, so 
you will just have to be patient until 1947. 






Would you like us to file your name 
against the time when we can deliver? 











NEW YORK OFFICE CHICAGO, ILL. ALSO 
656 Marbridge Bldg. 1208 Republic Bldg. West Coast Rep. 


THE MILLER SHOE COMPANY ° 4015 CHERRY STREET . CINCINNATI 23, OHIO 
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| Bare Toor Ouginale 


JOIN THE 


CONSTRUCTED BY 


Bare-foot originals with their famous soft soles owe 
much to. the inspiration and shoe-making sense of Sam 


Wolff of Wolff-Tober Shoe Manufacturing Company. Mr. Wolff 





says, “The basic idea for soft soles for our Bare-Foot Originals 
naturally calls for the flexibility and ‘comfort-depth’ of Onco Insoles.” 


*Trade Mark & Patent Pending Wolff-Tober Shoe Mfg. Company ~ 


Boot and Shoe Recorder 





Because Onco insoles are made from soft resilient cellulose, they 
conform to the foot and flex perfectly in walking. The making of Onco 
is scientifically controlled from raw materials to finished seciins .+it is 

always uniform in thickness, texture and shoemaking characteristics. 


Note to shoe buyers: Be sure of insole quality in your shoe lines. 





Specify “Onco Insole-ated”, the nationally advertised insole, in orders 


to your manufacturing resources. Brown Company, 500 Fifth Ave., N.Y.C. 


Som Wel 


INSOLE-ATED BY 


* 


FOR GREATER COMFORT AND FLEXIBILITY 


*Reg. Trade Mark 
29 





Coctan CoG 


is the leather that sells your shoes 


when supply catches up with demand 


To protect his reputation and his future, the farsighted 
shoe merchant is today doing two things: Making 
every effort to please his customers under present trying 
conditions—and laying plans to strengthen his stock 


when he can have and offer free choice of merchandise. 


Cretan Calf lends itself admirably to both these 
projects. Rich in color and finish, soft in “feel” 
and body, this popular vegetable tannage promises 
and delivers healthful, comfortable pliancy that 


endures for the life of the shoe. 


Let these loyalty-building qualities help build your 
future success. Increase the proportion of Gallun 
numbers in your stock as opportunity offers. A. F. Gallun 


& Sons Corporation, Tanners, Milwaukee, Wisconsin. 
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RUBBER...FABRIC... WOOLEN FOOTWEAR 
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For 
INDIRECT LIGHT THAT'S EOPS 


_ 


.. this is the lamp! 4 


G-E Silvered Bowl Lamps with their built-in 
reflectors give a wide-angle spread of indirect 
light. And the reflectors can’t tarnish, always 
stay clean! 

G-E Silvered Bowl Lamps are forerunners of 
the many newer type lamps with sealed-in 
reflectors, such as G-E Reflector and Projector 
lamps and other new lamps—all products of 
G-E Lamp research, always at work to make 
G-E Lamps Stay Brighter Longer. 


G-E LAMPS — 


Ta, Mite 
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The standard line_of 
red Bowl 

includes the 
standard wattage 


from 60 to 1000 watts! 



































From THE VIEWPOINT of the shoe manufacturer and retailer, the new shoe 
plastics have a number of important characteristics. Among these are re- 
markable toughness, uniform texture, high luster and a practically unlimited 
range of transparent, opaque and variegated colors. 

Alfred Vamos, Inc. is prepared to supply shoe manufacturers with all the 
wanted shoe plastics in materials that have met the rigid tests of quality 
and dependability through which all “Vamos” products must pass. 


Plastic woven fabrics, in all the wanted colors, either pure plastic or combined 
with Lastex yarn to form elastic materials with the novelty and beauty of plastics. 


Plastic sheets, in all the wanted grains in a comprehensive array of colors, pat- 
terns and designs. 
Plastic ornaments, including jeweled buttons and buckles in 14 brilliant colors, 
comprising the most interesting treatment in shoe ornamentation seen for years. 
In buying shoe plastics, as in buying elasticized shoe fabrics or leathers, it 
always pays to specify ‘“Vamos”’. Samples and prices upon request. 


ALFRED VAMOS, INC. 


QUALITY SHOE MATERIALS 


406-416 Marbridge Building + 47 West 34th St., New York 1, M.Y. + Tel.: Wisconsin 7-6827 
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CO., CHELSEA, MASS. 











"BEST SHOE JOURNAL PUBLISHED” 


“This is the best shoe journal published, and presume it always will be.” 
L. A. MILLER, Mdse. Manager Shoe Division 


The Elder & Johnston Company, Dayton, Ohio 


“One of the best guides for any payer. Information is far above average trade magazine.” 
CHARLES B. SEAY, Ladies Shoe Buyer 


Myers Bros., Springfield, Illinois 


‘‘Have read the Boot and Shoe Recorder for the past 30 years and I have always found 
something good for our store, wouldn’t be without it . . . Facts worth-while to shoe 


stores. I think the Boot and Shoe Recorder tops.” 
C. D. WADE, Manager Shoe Department 


Wade Bros., Jamestown, New York 
‘Although we read other magazines we seem to depend on the Boot and Shoe Re- 
corder for definite news.” 
Manager Shoe Department, Manning Armstrong 
Reading, Pennsylvania 


“A splendid magazine. Concise. Helpful in all the shoe facts we need.” 
j Manager Shoe Department, Richardson’s 
Corpus Christi, Texas 
“] think it is above any trade magazine we take and I think it is a must in the shoe 


business.” 
S. W. THOMAS, Shoe Buyer 
J. M. Dyer Company, Corsicana, Texas 


Of course, we're tickled... 
when the men who pay to 
read the Recorder tell us 
they’re getting their ¢ 
money’s worth — and 
more. Letters like these 
make us dig in harder 
than ever to bring you the 
latest news, the most help- 

ful merchandising tips, 
the most complete cover- 
age of the shoe field. 


Published Twice Monthly 


Recorder 100 East 42d Street, New York 17, N.Y. 


NATIONAL VOICE OF THE TRADE A Chilton Q Publication 
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The Pair That Builds Up 
to a Full House 


IT WON’T BE too long before you can 
deal yourself in on this grand new 
John C. Roberts line. Production has 
already reached prewar levels—and soon, 
we hope, it will be enough to satisfy 
the big demand. In the meantime, keep 
John C. Roberts in mind . . . it’s bound to 
be one of your biggest drawing cards! 


Retailing at 
$6.85 to $9.85 
Some Styles Higher 

... also the Robertson Shoe 


Friedman-Shelby 
Division of International Shoe Company 
St. Lovis 3, Mo. 

Worlds Largest Shoomakers 

























THE LAST THAT IS REALLY 


FIRS 


ofvailalbilels : . 


In whatever shoe center your fac- ~ ae 
tory may be, there is a United Last ; 
factory near you ready to go to 
work with = style department. 


>Secep wlalr td Ta 


signi tes sabe . 
{rou sure seurees, United Last 
pany has its services ready for you 
well in advance of style chang 
giving you moximum oppc 
to meet the market with ” 
firsts”. 


< 424 latilila 


Foot knowledge, combining the 
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highest degree of true a in it: ae : 
his entire line. eee f 
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lishinglom Newsreel- 


by EUGENE J. HARDY 








"Anthropometric survey?" ???77 


"What is it?" 
Your reporter asked the same quéstion, and found that it encompasses 


the m exte ve foot measurin d sizin roject ever undertaken. It also 


includes a complete study of all clothing sizes. 
This job was tackled by the Office of the Quartermaster General and is 
outgrowth of similar work carried on with considerable success during the 
war. t is under the direction of Lt. Col. Richard L. Lewis, assistant for 
product analysis, Research and Development Division, Office of the Quartermaster 


General. 
The study approaches the whole problem of footwear from a new angle 
and through the collection of new basic data will change the fundamental 
concept of footwear for the Army. When the study is completed, in about two 

years, the findings will be released and should be of inestimable value to the 


shoe industry in the making of army and civilian footwear. 
Taking the view that the scientific approach to the problem has not 


been directed into the proper channels, the Army has had the foresight to throw 
all past history to the winds and begin its study from what it believes should 
have always been the fundamental points in footwear research. 

e Army takes the position that all previous work on footwear has 
missed the following fundamental points: What is a foot, what does it do, what 
is it called upon to do, what is it used for, and what are its functional limi- 

tions. 


tations? Quartermaster officials propose to answer these basic quest 
The project is divided into three different parts. The first of these 


is based on a medical survey at the end of the war. This survey took 
27 different measurements of representative foot samples of the armed forces. 
ome men were checked. t has been completed for some time. 
The second part is entirely new and comprises i broad study of the 
nthropology of the armed forges. Some 10,000 to 15, women and about 
ve been inclu . @ work on women's feet is about two-thirds 


complete and the men's study is just getting under way. 
This second study will take in measurements not covered in the 


earlier ck. The measurements are to cover the static foot, the 
ot i hases of motion oot at rest. 
e@ findings in both su will be analyzed by an independent 


organization and turned back to the 






















































































While Congress had not completed final action on the OPA extension 
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lhe of the Leadle 


MELVILLE KAUFMANN of Cas- 
uals, Inc., Los Angeles, says: 
“Somewhere a trend must start, 
and we in California no longer are 
guessing about the trend we have 
started—which is spreading to every 
part of America—with reference to 


the more casual, more comfortable, - 


more lightweight informal attire 
men are going to wear for business, 
as well as for pleasure, around the 
clock. 


ieee 


———— TF 


“There is no reason why shoes 
for the occasion, for men—properly 
publicized by manufacturers and 
retailers, cannot substantially in- 
crease the annual consumption per 
consumer. It has to be done be- 
cause men’s shoe factories are going 
to have the capacity to produce mil- 
lions more pairs of shoes annually 
than in the pre-war period. 

“Casuals will be used twelve 
months in the year for indoor, if not 
for outdoor wear. They will have 
a place in every man’s wardrobe 
for every kind of occasion—the 
same as women’s play shoes have 
now been developed to the point 
where there are play shoes for every 
occasion, from formal evening wear 
down to the mundane morning 
shopping tour.” 


“THE TOURIST IS COMING, 
thousands strong,” said a prominent 
shoe retailer in one of the Rocky 
Mountain states. “He is going to 
spend millions in towns and cities 
away from home. There is no rea- 
son why the shoe dealer can’t get a 
share of every tourist dollar. 
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“I think the first requisite for get- 
ting the tourist’s business is friend- 
liness. The tourist in your town is 
a stranger among strangers. He ap- 
preciates more than anything else 
someone to talk with. We miake ours 
a friendly store. Before the summer 
tourist rush begins, we hold a series 
of meetings with our sales force, 
and go over all the questions the 
tourists are apt to ask, and we learn 
the answers, so that they are on the 
tips of our tongues when someone 
says: What’s your average rainfall? 
How far is it to————? Where are 
the best trout-fishing streams? 


“Then, we belong to our local 
Chamber of Commerce and work 
with other merchants to make our 
town an attractive place for tourists, 
for we know that the longer they 
stay, the more they spend. 


“We advertise vacation footwear 
and accessories in our local tourist 
booklet distributed free at over 100 
points in our city for the twelve 
weeks of the vacation period. 

“In every way possible, we try to 
treat the visitor as if he were going 
to buy from us for the next 20 
years, instead, perhaps, of just this 
once. If we can do him a favor, like 
mailing a pair of shoes home for 
him, we are glad to do it. In fact, 
I’m thinking of promoting a wrap- 
it-and-mail-it service. Tourists—wo- 
men, especially—are always apt to 
see a pair of shoes they'd like later 
on, but wouldn’t want to buy and 
tote around the country with them. 
It might pay—and pay well!” 


ALVIN WALD, assistant buyer of 
women’s better grade shoes at L, 
Bamberger & Co., Newark, N. J. 
says: 

“There are undoubtedly oppor- 
tunities ‘in the shoe business today, 
since it is a business that is due 
for still greater expansion. Partic- 
ularly in the women’s line is this 
true, since there are so many 
styles. Ten years ago women’s shoes 


were divided into two types—those 
for walking and those for dress 
wear. Now there are many types of 
dress shoes, as well as casuals and 
beach types. Men’s shoes are a 
more staple item. 

“Under present conditions, GI's 
who are considering going into 
business would do well to wait un- 
til things are more settled. In fact, 
the prospective owner would do 
well to start by working on the floor 
of a retail store for six months or 
more—unless he intends running 
a business where he hires others 
to do his buying and fitting. Pre- 
vious experience as a buyer is not 
necessary. A shoe store operator 
should, however, know his cus- 
tomers’ needs. He should know how 
to fit shoes and something of shoe 
construction. Contacts with man- 
ufacturers are another asset. Book- 
lets on shoe construction are avail- 
able and following trade papers is 
a valuable aid. In fact, if the Gl 
attempts going into the business 
‘cold’ at this time, without con- 
tacts or any previous experience, 
he is likely to lose out; but if he 
marks time and prepares himself, 
there is opportunity!” 
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BY THE WAY 








—If our Capitalistic System is so 
wrong why do all the Socialistic 
and Communistic countries come 
toa Capitalistic country for aid? 


rywhere depends 
not upon the division of wealth 


—The easiest way to make a short 
Winter is to sign a 90-day note. 
* . 


—Say to the Chinese "This room is 
too dark; we must have a win- 
dow made," you will meet oppo- 
sition, but if you say “Let's take 
off the roof" they will compro- 

nd say: “Let's have a win- 


—l am an ist today not be- 
cause | beheve i to be an 
optomist, but because | 
believe that conditions are such 

as to warrant my being an opto- 


z 


—Said a shoe manufacturer: "| ad- 
vertised, | gained thereby a num- 
ap a fair profit. Who paid 

that advertising? Did | of did 
the other fellow lost the ac- 
counts by not advertising?" 


—Dead men tell no tales but some- 
times live men don't tell theirs 


well enough. 
Fb Tbe 





THE OFFICE OF THE Publication 
Board, Department of Commerce, 
has released a report which was pre- 
pared by George W. Schultz and 
Adol Schubert, investigators for the 
Office of the Chief Quartermaster. 
The report indicates that synthetic 
fats and oils, developed for the 
German tanning industry during the 
war, proved superior to mineral oil, 
paraffin and other substitutes for 
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natural oils in stuffing and fat 
liquoring leather. 

The report, which covers tanning 
methods in 48 plants in Germany, 
Austria and Czechoslovakia, con- 
tains data on methods for preparing 
leather for cold climate use; shoe 
upper leather and fancy leather; 
“Marine” fiber and “Naturin” saus- 
age casings; leather scrap and by- 
products; and leather for self-seal- 
ing fuel tanks. Descriptions of the 
various techniques and materials 
used in the tanning processes em- 
ployed in the 48 plants are given in 
detail. (The report may be ordered 
from OPB—PB-12672; photostat, 
$11.00; microfilm, $2.00, 161 
pages). 

Most German tanners apparently 
found the synthetics entirely satis- 
factory for vegetable tanned leather 
but not quite satisfactory for chrome 
leather. Many of the tanners stated 
that they expected to continue to use 
such preparations in part even when 
the natural fats and oils were again 
available. The synthetic materials, 
like natural fats and oils, reportedly 
stay in the leather when it is im- 
mersed in cold water. Mineral oil, 
paraffin and other ordinary substi- 
tutes leave the leather and rise to 
the surface of the water. 





IRVING VOLGEL, owner of Ir- 
ving’s, Inc., Erie, Pa., says: 

“We have adopted the practice 
of having latest fashions rushed to 
use by plane and as handlers of 
high grade, styled shoes and acces- 
sories, we gain the esteem of par- 
ticular consumers while attracting 
considerable attention to our busi- 
ness. The trend of shipping and 
traveling by air to save time is no 
secret but I happened to get the 
jump on other stores in Erie. The 
point is that we intend to utilize 
all modern means to get fashions 
within the consumers’ reach as soon 
as possible. 

“We didn’t even take the time to 
stage the initial plane flight to Erie. 
We just wanted to get over the idea 
of speed. I went to the airport and 
met the plane with a photographer. 
The cartons of shoes were loaded 
onto a hand truck from the plane 
and the airline agent stood at the 
head of the truck while I casually 
inspected a pair of the shoes—then 
the picture was taken. We ran this 
photograph in one of the leading 
local dailies and the effect was surely 
worthwhile. Consumer reaction was 
instantaneous and a lot of attention 
was gained.” 





“From some of my best customers—they want to be sure I'll call them when their sizes 
come in.” 
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Committee Ends Raw Stock Controls 


Domestic Hide and Skin Markets and the Course of Leather 
and Shoe Prices in the United States to Be Profoundly 
Influenced by Decision Revoking International Regulations. 


Washington, June 26—The Combined Hides, Skins and Leather Committee 
revoked as of this date all international hides and skin controls. The background 
facts and basic problems which led to this action and which now confront the 
leather and shoe industries are presented in the following article: 


DURING the past month the maintenance of the inter- 
national hide and skin controls has once again taken 
the limelight of discussion in the shoe and leather in- 
dustries. The pressure of events, both in this country 
and abroad, have raised serious questions as to the 
effectiveness of the controls and the desirability of con- 
tinuing them. A strongly adverse position has already 
been taken by the Board of the National Shoe Manu- 
facturers Association, although tanners and the Govern- 
ment have not indicated their views. Imminent changes 
in policy are possible, and by the time this issue goes to 
press a decision may have been made on continuing or 
dropping the international program for hide and skin 
controls. 

In some respects the question of international con- 
trols is the most vital issue facing the shoe industry to- 
day. What happens in world markets must affect domes- 
tic vaarkets; the course of hide and skin, leather and 
shoe prices in the United States cannot be insulated 
from trends in the rest of the world. It is important, 
therefore, to review the facts and to know the pros and 
cons which have been agitating Washington and the 
industry. 

While the war was on, domestic stabilization of 
leather and shoes was not threatened by world market 
pressure. Exportable surpluses of raw materials in 
South America and elsewhere could be shipped primari- 
ly to the United States and Britain because Europe was 
cut off from international commerce. Nevertheless, even 
during the war it was apparent that domestic stabiliza- 
tion could not be achieved and held, in view of huge 
United States import needs, without regulation of im- 
ports. Furthermore, such control of imported materials 
in turn necessitated cooperation with other countries 
who also drew their supplies from the world market. 
Output of hides and skins is not elastic and it was, there- 
fore, held essential that some means be found of recon- 
ciling demands of the principal importing nations in 
order to avoid explosive pressure upon supply. Through 
the Combined Raw Materials Board and subsequently 
the International Hides, Skins and Leather Committee, 
an effort has been made to allocate or ration the prin- 
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cipal types of hides and skins among the major con- 
suming nations. In essence, that is the function of inter- 
national hide and skin control. Each member country 
of the Committee foregoes the privilege of unrestricted 
buying in return for the benefits of allocation and pre- 
sumably stabilization of world price levels. 

In order that the United States function effectively in 
the international control, the Government found it 
necessary during the war to purchase and import itself 
the cattlehides, calfskins, kips and goatskins which were 
allocated to the United States. Proponents of controls 
argifed that without such Government purchase inter- 
national arrangements could not be effectively main- 
tained. Whether or not this contention is valid, it 
illustrates the complexity of controls and the interrela- 
tionship between domestic and international arrange- 
ments. 

In summary, basic controls in the shoe and leather 
industries during the war were inspired by two objec- 
tives: First, stabilization of shoes and other leather 
products; second, equitable distribution or rationing of 
raw material in world export markets among the United 
States and allied nations. At the end of the war the 
basic core of both the international and domestic con- 
trols was continued on the ground that demand pres- 
sure against limited supply would remain enormous 
during the period of transition. It has become very 
clear, however, that international commodity agreements 
and controls are far easier to effectuate under the stress 
of military necessity than during peace when interna- 
tional trade tends to grow and expand. 

Until last year the general mechanism of the inter- 
national hide and skin controls seemed to operate more 
or less successfully, but since then a number of very 
serious problems intervened. Some materials which had 
been thought of as relatively minor were not controlled 
and in consequence the world price level for such goods 
has risen considerably higher than in cattlehides, calf- 
skins or goatskins. It has been necessary for the Ipter- 
national Committee in the past two months to advance 

[TURN TO PAGE 70, PLEASE] 
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The LADY LOOK . 


DOMINANT TREND 
FOR FALL 


DRESSMAKER TOUCHES in stitching, braiding, trim. 
ming and embroidery: Reading from top to bottom: 
Asymmetric effect achieved on the vamp of this smart 
sling pump in two double rows of stitching. From Keith, 
Keith & McCain. Double rows of fine stitching outline 
throat and vamp openings in this quietly 

elegant shoe. From Zuckerman & Fox. 

Very fine braiding the only ornament on 

this distinguished pump. From I. Miller. 
Embroidery makes a pretty, light-leoking 

pe of this satin sandal. From Cort DeLuxe 


by ELEANOR RUTLEDGE 


MORE DRESSMAKER 
TREATMENTS in the two 
shoes shown at the bottom 
of the page. Left: Soft look. 
ing shirred bow in material 
matching the platform sole 
and contrasting with the 
shoe. Peacock by Boyd- 
Welsh. Right: Puffed treat. 
ment on vamp the only orna- 
ment of this interesting 
d'Orsay closed pump on new 
full toe last. Newton Elkin. 





per yp | SLEEVE, fitted hip line 


of this 
Spring t 
for Fall. Fashion photograph courtesy 
of the New York Dress Institute. 


Tn most simple reason . . . 

probably too simple to be generally recognized . . . 
for the return to more quietly ladylike shoes is the 
fact that the time has come in shoe styling for a com- 
plete change. We have had so many dizzy shoes the 
past few years that the pendulum could swing in only 
one direction. And that is the direction which it is 
taking. 

Just as surely as shoulder lines are tending to be 
less exaggeratedly square or round, so shoe styles 
are tending away from obvious attractions to greater 
restraint. And as Fall clothes are showing a marked 
trend to slimmer, more fitted silhouettes, so shoes 
are showing cleaner, simpler outlines. 

There has been just cause for the shoe style trends 
that continued all through the war. Fancy orna- 
ments and bows gave variety in appearance at a time 
when style was under rigid limitations. New orna- 
ments had to do duty for new patterns; new colors 
and combinations; new lasts and heel heights. Now, 
although production is still limitéd by material short- 
ages, manufacturers are free . . . if they wish to do 
so... to try out new designs and new detailings. 
For the sake of the future and their own prestige as 


MORE MEDIUM HEELS. Left: 
Closed pump, toe and back, on 16/8 
heel. Smart daylong shoe for Fall. 
From Geo. E. Keith. Right: 17/8 heel 
on this closed toe sling pump with 
extension sole. Style-right trimmed 
lai From Andrew Geller. 
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SLIM SKIRT AND CUTAWAY JACKET 
of this costume from a Spring collection 
illustrate trends continuing into Fall. 
Photograph, New York Dress Institute. 


style creators, many of them are doing so even at the 
sacrifice of some pairage. 

In trying out new patterns, they are putting in more 
closed toes and more closed backs. Often the two are 
not combined in the same shoe; sometimes they are, 
especially in opera and d’Orsay pumps. Something new 
is appearing in the “transition” shoe, two of which are 
shown here. The one is practically a closed shoe with 
closed back and toe but large openings in quarter and 
vamp. The other is extremely open but has a closed toe. 

New lasts are a necessary part of the increasing num- 
ber of closed shoes. Manufficturers are managing to 
get enough to enable them to produce a certain number 
of closed shoes. Increased production . . . slight but 
to be noticed . . . of shoes on medium heels is another 
important trend. Manufacturers who have been using 
only the extremes of high and low are now making shoes 
on 16/8 and 17/8 heels. Very often this means only 
one pattern in the line, but the fact of the introduction 


TRIMMING DISCREETLY USED. Reading clockwise, start- 
ing upper left: Contrasting snakeskin on platform sole and 
ornament ladylike trimming on this sling pump. From Valley. 
Narrow strips of suede with gold underlay enrich this gabar- 
dine sandal. Customcraft by Schwartz & Benjamin. Bronze 
nailheads give elegance to this d'Orsay pump. From Mackey- 
Sterr. Patent leather trimming of this butterfly ornament 
illustrates fine detailing on Fall shoes. From Fox. 





Less Frou Frou, More Fine Detailing and Trimming Treatments That 
Require Expert Workmanship—Delicate Stitching, Shirring, Quilt- 


ing, Embroidery, Piping, Slashing, Tooling and Underiays. More 


Medium Heels Designed for the Active, Well-Dressed Woman. 


of even one such shoe is important. Heel heights 
still run a gamut of from 28/8 . . . very rare 

. to 5/8. The same pattern may be repeated 
on two heel heights, for example, 22/8 and 17/8 
or 12/8 and 18/8. 

With all this growing feeling for simpler, 
cleaner outlines and fewer bows, ornaments and 
nailheads, there is an increased emphasis on 
trimming of another kind. This is flat to the 
shoe. It represents fine workmanship in stitch- 


ing, piping, underlays, slashing and tooling, 
among other treatments. If nailheads are be- 
coming daily less style-right, beads and other 
kinds of “nailheads” are being used more and 
more on glamorous shoes. If there are fewer 
frou frou ornaments, there are more soft treat- 
ments such as quilting, shirring and draping. 
The soft feeling is very important for Fall and 
carried out in the right way is just another way 
of adding to the “lady look.” 


OPEN AND “TRANSITION” SHOES. Reading clockwise, starting 
upper left: Construction cutouts make attractive ornamentation on this 
sling ae pe with dainty platform. From Tweedies. Unusual asymmetric, 
sandalized shoe with closed toe forecasting more closed shoes. Mademoi- 
selle by Carlisle. Illustrating growing interest in youthful low heel 
sandalized shoes. From Rice-O’Neill. Cutouts in vamp and quarter of 
this closed shoe with wall last mark the development of “transition” 
shoes from open to closed patterns. From Van Arden. 











by ANNE R. DAVID 


Shoe from A. S. Kreider. Shark tip on six-eyelet 
blucher; J. Edwards. Ghillie lacing and stitched 
and perforated tip; Acrobat. 











Four types for the older girl. Left to right: Blucher oxford with perforated vamp and quarter; 
Altschul. Moccasin oxford with perforations on quarter; Kali-sten-iks from Gilbert. Open back 
gypsy seam stepin; Weatherbird from Peters. The classic loafer; Teen-Type from Dr. Posner. 


Plan Your SCHOOL PROMOTIONS 
EARLY This Year 








MOTHERS have learnt a bitter lesson from the chil- 
dren’s shoe shortages of past years. They'll be shopping 
for back-to-school footwear early this season—early in 
August, with demand continuing all through September. 
You'll want to be ready to meet this demand, and you'll 
find it a wise move to try to build up your inventories 
now, as much as possible, on the basic types which will 
be wanted for school wear—plain toe bluchers, shark- 
tipped oxfords, saddles, loafers, moccasin oxfords, gypsy 
seam stepins. You'll find that most manufacturers of 
children’s shoes are co-operating along this line; in 
order to speed up their production as much as possible, 
they’re concentrating their efforts on these classic types, 
with variety to be found in detailing. So build up your 
pairege first in the bread-and-butter sellers; the style 
element will be a secondary consideration in your stocks 
for the first school sales this Fall. 
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Left: For the boys. Left te right: 
Bal with brogue details; Poll Parrott 
from Roberts, Johnson & Rand. 
Heavily brogued bal ; Gerberich-Payne. 
Straight tip model on extra-heavy 
sole; Nifty Boy from Endicott-John- 
son. Moccasin treatment, rubber sole 
blucher; A. S. Kreider & Son Co. 
Bottom of page: For the young miss. 
Clockwise, starting lower left: Square 
toe, squared seaming combined with 
ghillie lacing; Sportster, Jr. from 
Sandler Junior Footwear. Alligator 
grain saddle on a leather sole; Stride 
Rite from Green. Gypsy seam stepin; 
Little Yankee from Yanklee Shoe- 
makers. Moccasin oxford on a rubber 
sole with spring heel; Pied Piper. 
Perforations and stitching on creased 
vamp blucher oxford; Red Goose 
from Friedman-Shelby. 


Continuing Heavy Demand for Children's Footwear 
Makes It Advisable for the Wise Retailer to Try to 
Build Up His Stocks Now on Staple Types Which Will 


Be Wanted for Early Back-to-School Selling. 





E. S. Horrocks, shoe buyer for Buffums’, Long Beach, Cal., fits a customer.. He and his 
assistant like to help out up front, feel that only by working closely with sales force, talking 
with customers, can they*keep up with the trends. 


Use BRAND NAMES to Build GOOD WILL 


One of the busy sections in 
shoe room. Clever sailboat di 
‘customers to glance at the stock 
Salesman suggests another 


not find her brand and size. 


WHEN the population of your city quadruples during 
the war years and your business increases right along 
with it, normally it would be a happy situation. Not 
so, however, when merchandise is alloted on prewar 
quotas that have no regard for the census or sales curves 
that go skyward. 

The problem, then, is to figure a way to keep old 
customers happy and at the same time make new ones, 
though shelves may be almost bare at times and de 
liveries uncertain. This was the dilemma faced by E. 
S. Horrocks, women’s shoe buyer for Buffums’ depart- 
ment store in population-swollen, prosperous Long 
Beach, Calif. 

Mr. Horrocks worked out a solution which is based on 
giving excellent customer service and advertising and 
promoting the manufacturers whose lines he carries. 

Perhaps the most important phase of service is keep- 
ing the customers informed on what is happening in 
Ruffums’ shoe department. Even with delivery dates 
uncertain, Mr. Horrocks and his sales force try to give 
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The Shoe Department of Buffums', Long Beach, Cal., Has 
Found That Advertising the Brands Carried Has Estab- 
lished the Store's Reputation as a Place Where Reputable 
Merchandise May Be Found—Only Complete Selections 
in the Department Are Advertised in the Newspapers. 


by J. P. SAYER 


Customers are encouraged to 
come in as often as they want to 
make inquiries. Here Tom 
Downey, asfistant buyer, has « 
friendly talk with two women, 
who, like most patrons, are 
friends as well as customers. 





ST. LOUIS SHOE MEN 
ENJOY OUTING 


MEMBERS of the St. Louis district shoe, leather 
and allied trades had an enjoyable day June I], 
when a golf tournament was held at the Norwood 
Hills Country Club, followed by a banquet. John 
Guhman, of Wright Guhman, won the golf tourna 
ment, with a low gross of 78. The following com. 
mittees planned the affair: 

Tickets: Julian Samuels, chairman; Jim Legg; 
Art Altvater; W. P. Erhart; Tom Leavitt; Frank 
Winter; A. A. Taylor; John Guhman; Charles 
Marcell; Phil Melhado. Golf & Sports: Henry 
Rand, chairman; Carl Fleigner; A. A. Taylor; 











Photos, beginning at upper left: Jack Fielder, sole 
leather division, International Shoe Company; Ned 
Allen, Surpass Leather Co. 


Fred Ott, Carborundum Company; Jim Legg, Moulton 
Bartley, Inc.; Ross Barbour, The Barbour Co.; Joha 
Guhman, Wright-Guhman; A. C. Sneden, Barbour Ce, 


At table, left to right: William P. Erhart, Erhart-Peter- 

son Leather Co.; Mr. Proctor, Proctor Counter Co; 

Sam Wolff, Wolf-Tober Shoe Mfg. Co.; Morris Kal- 

mon, Paramount Shoe Mig. Co.; Eddie Morris, Victory 
Shoe Co. 








Lester Tober, Tober-Saifer; Raymond Kohn, VW olf. 
Tober; Arthur Solar, A. S. Burg Co. 


Around the table, left to right: A. V. Wheeler, Pennant 

Shoe Co.; Fred B. Melea, Compo Shoe Machinery 

Corporation; Dom Foley, International Shoe Co.; Leo 

Snyders, Milius Shoe Co.; Harry Peterson, North & 

Judd Co.; Kirk Levi, Milius Shoe Co.; Ed Stahlhuth, 
Central Counter Co. 


Roy Sundling, Brauer Bros. Shoe Co.; A. J. Brauer, 
Jr., président of Brauer Bros. Shoe Co.; A. A. Taylor, 
United Shoe Machinery Co., St. Louis office. 











Golf Tournament and Banquet Held June 
11 at Norwood Hills Country Club, with 
Representatives of the Allied Trades. 


John Guhman. Prizes: Art Altvater, chairman; 
W. P. Erhart; Charles Marcell; Jim Legg. Enter- 
tainment: Phil Melhado, chairman; Frank Winter; 
Tom Leavitt. Publicity: Phil Melhado, chairman. 
Banquet: Norman P. Wentworth, Tom Leavitt. 
Treasurer, W. P. Erhart. 


Photos, left to right and top to bottom: 


D. S. Stauffer, vice-president International Shoe Company ; 

Clem Hein, general manager, Vitality Shoe Co.; Bill 

Taggert, Taggert Leather Co.; Charles Marcelle, Western 
Last Co. 


Abe Moscowitz, of Milius Shoe Co., and Paul Williams, of 
the Life Stride Division of Milius. 


William S. Milius, Milius Shoe Co.; Ben Spivak, Milius 
Shoe Co.; John Devine, Campo Shoe Machinery Corpora- 
tion. 

Bill Melick, Milius Shoe Co.; Mr. Mathews, leather sales- 
man; Elmer Cohen, Weber Shoe Co.; Fred J. Weber. 
Weber Shoe Co.; Mac Alexander, International Fabrics; 
Arnold Koch, leather salesman. 


Al Tilden, Belcher Last Co.; Harry Ostermeier, Sport 
Specialty Shoe Co.; Matt Steis and Homer Deevers, of 
Spalsbury, Steis, Deevers Shoe Co. 


Lou Argus, of Morton Last Co. (background with pipe) ; 

]. B. Reinhart Sr., Trimfoot Co.; John Green, Mears Heel 

Co., and John Devine, of Compo Shoe Machinery Corpora- 
tion. 


Henry Rand, International Shoe Co., president of St. Louis 
Shoe Manufacturers Association; Joe McNamara, United 
Last Co.; Mike Sullivan; Frank Hardwig. 




















Shoe Firm Inaugurates On-the-Job 
Veterans Training 


1. Milier & Sons, inc., has instituted a Plan 
Which Helps the Returned Veteran as Well 
as Providing Trained Workers for the Shoe 
Factory — Program May Be Valuable as a 
Guide to Others Who Are Interested. 


LOUIS G. FEMAN, 


General manager of I. Miller, who 
described the workings of the on- 
the-job training program at a re- 
cent radio forum in New York. 


Louis G. FEMAN, general manager of I. Miller & 
Sons, Inc., was one of three who participated in a Radio 
Business Forum presented by the Commerce and Indus- 
try Association of New York, Inc., over Station WMCA. 
The subject was “On the Job Training for Veterans,” 
and Dr. Feman outlined the job they were doing at 
I. Miller’s so comprehensively that we highlight excerpts 
of his talk. They may be a cue to others who are looking 
for a way to cooperate with our veterans: 

“We, at I. Miller, very early recognized our obliga- 
tion to the returning veterans,” said Dr. Feman. “The 
problem confronting us was: ‘How could we do some- 
thing for the boys?’ A study showed that we could plan 
a program that would include veterans. Our customers 
wanted more shoes. We needed more shoe workers. We 
had a war plant where we formerly made parachutes. 
Former parachute women employees had left us for 
their homes or to return to the dress industry from 
which we recruited them. Everything seemed to indi- 
cate that a new shoe plant was needed. Immediately 
after V-J Day we held a meeting with the United Shoe 
Workers’ Union, CIO, and with their cooperation and 
assistance we worked out a plan that was satisfactory 
to labor and at the same time would afford an oppor- 
tunity to returning veterans. 

“Our plan was to open a new factory in the space 


oétupied by our former war plant and to staff this plant 
exclusively with veterans whom we were to train. These 
were to. include our own returning veterans and new- 
comers to our industry. Now, after seven months of 
operation, we are able to report that the veterans are 
actually producing shoes which proudly bear our label. 

“The program is divided into two parts: (1) Train- 
ing for shoe manufacturing; (2) Training for shoe fac- 
tory services. The trainees for jobs in the manufactur- 
ing end are enrolled in specialized branches such as 
cutting, stitching, lasting, heeling, bottoming and pack- 
ing. These are further sub-divided. In modern mass shoe 
manufacturing, the shoe has to pass through approxi- 
mately 200 pairs of hands and more than 100 different 
types of machines. 

“Undoubtedly the effect of ‘veteran training’ on the 
future of workers already in industry will be a whole- 
some one. Our industry is a case in point. Analysis of 
the ages of shoe workers in our area, as compiled by 
the union, shows the age level is close to 48 years. Un- 
der normal conditions of life-expectancy and illness, our 
industry will need replacement of workers—need to add 
younger people to our craft—if we are to keep growing 
and expanding. Well, we've planned a Junior Executive 
Training Program in which we are enlisting veterans 
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Darex Welting helps to keep 
welt shoes for children, misses, and 
women in the volume-price range. 
Darex Welting has been used suc- 
cessfully on millions of pairs of 
pre-welts and volume-price wom- 
en’s goodyear welts in the past 
seven years. It is much more than 
adequate for the job. It gives real 
economy. It is uniform, labora- 
tory-controlled, and dependable. 
And it is available. 


es you a better shoe for 
your money 


GY/ 


MONTREAL 32, CANADA 
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Price Policies and Prosperity 


[N one of its recent digests addressed to retail advertis- of sharp peaks and valleys. Whenever a rising move- 
ing executives, the Retail Division of the Bureau of Ad- ment reaches its peak, then a recession can be regarded 
vertising, American Newspaper Publishers Association, as inevitable. It’s never easy to foretell when this will 
observed that “increasing vigilance and pressure must happen or how deep or precipitate the fall will be, but 
be focused on two contradictory fronts, (1) the offensive these factors are not necessarily beyond the control of 
battle for SCARCE merchandise, and (2) the defense sound business judgment, if it is exercised by manage- 
against being caught with unsellables when the con- ment with the intelligent co-operation of labor, govern- 
sumers get in command of the market.” That last al- ment and the consuming public. 

ways happens suddenly, the Bureau warns. “In some Factors making for a recession in business at this 
fields there are danger signals at this moment . . .. Ex- time, for example, could be said to include reduced gov- 
perts agree that a trend toward late-in-the-day purchases ernment spending, which in a large measure provided 
shows that people are shopping several stores for com- the activating force behind the present boom in retail 
parisons of values. Watch it. Price is a long way from trade, a decline in purchasing power which already is 
being a deterrent. Quality or lack of it is beginning in evidence, according to Department of Labor statistics, 
to be. People are scrutinizing values. Fresh, new, the probable growth of unemployment as demands are 
scarce merchandise will bring new customers, build satisfied and shortages disappear, and the gradual dis- 
friends, create appreciation for the store. Slipshod, appearance of the backlog of consumer demand created 
tacky stuff of the ‘they'll buy anything’ wartime school , during the war. According to a recent Federal Reserve 
of thought, is a definite menace in inventory. It can Survey, the widely discussed wartime savings belong to 
lose friends. Overnight, it can lose money.” a relatively small percentage of the population. 

All of which is sound advice at this or any other time. | 
To a certain degree, perhaps, it reflects a line of think- 
ing that seems somewhat premature. The talk that we 
have been hearing about “hidden inventories,” “dupli- 
cate orders,” and an imminent “buyers’ strike,” should 
not be taken to mean that there’s a busiress recession 
“just around the corner.” The pessimism of some British 
economists about the future of American business need 
not prove too disconcerting to American business men. 

It isn’t so deep as to-deter British business men or Brit- 
ish statesmen from seeking loans, grants and trade op- Management, for its part, would have to render a 
portunities from America. definite contribution by providing efficient production 

There is still a huge backlog of consumer demand that. . 29d passing the economies achieved through efficiency 
remains to be satisfied and a very substantial purchas-. ©" to consumers in the form of prices calculated to 
ing power that can be utilized to satisfy it, as more stimulate increased buying at the retail level. 
and more goods become available. The process of pro- Indications point to increased competition in the post- 
ducing the goods will, moreover, create additional pur- war shoe industry, and this prospect assures reasonable 
chasing power as it puts wages and profits in the hands pricing policies over the long term, regardless of the 
of consumers. Eventually, of course, the new products easing of price controls. Manufacturers and merchants 
will tend to catch up with accumulated demand, and would be well advised to follow such policies, even in 
then some sort of recession, whose severity will depend the absence of more intensive competition. The surest 
upon what happens between now and then, may be way to precipitate a buyers’ strike, followed by a sharp 
anticipated. Even Mr. Bowles “appears now to be con- recession, would be to overlook the fact that OPA has 
vinced that the time when full production may be ex- taught the public to be price and value conscious, and 
pected in many Jines is not far distant. that publicity given to the Congressional debate on the 

The trend of business activity is never expressed in a CPA extension bill by press and radio will tend to make 
straight, horizontal line. Trade is always rising or consumers highly critical of increases that seem un- 
falling, and appears graphically on the chart as a series warranted. 























THESE factors and others pointing in the same direc- 
tion could be mitigated to such a degree as to postpone 
any future recession and soften its impact if wise busi- 
ness management could count on the intelligent co-opera- 
tion of labor in avoiding excessive or unreasonable wage 
demands and in promoting increased productivity, like- 
wise on the aid of government in balancing the budget 
and reducing taxation. 
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Mas ter prece in leather . . . the DUKE, deftly styled, 


superbly built. It offers the “Wright” kind of good looks and walking pleasure that style-wise, 


tomfort-loving men will want — now, tomorrow and always. 


pe 
Oe SHOE Say 
E. T. Wright & Co., Inc., Rockland, Mass. LTRAGE Mais FES US PAL OFF 








RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mattapacariing ni Markets 


St. Louis 


THE question of whether their salesmen ought to be paid 


on a commission or salary basis is receiving considerable. 


attention from shoe manufacturers here. Indeed there have 
been enough instances of change to the latter form to per- 
haps say a trend in that direction has been established. 

What has irked some manufacturers is that, in the war- 
time seller’s market, their salesmen have been under no 
particular incentive to keep in normal contact with retailers 
in their territories. These representatives under usual con- 
ditions were the factories’ major link to the customers, but 
in the war they were under strong temptation to sell their 
quotas by mail, telephone, limited travel or at shoe shows, 
perhaps doubling their income by saving travel expense. 
Gasoline rationing and other travel difficulties left the sales- 
men little alternative save to operate in this way. 

Now, with production increasing and the prospect that 
close contact with dealers is going to be necessary soon, 
the manufacturers want the salesmen to hit the road again. 
Some seem to feel the salary method of compensation will 
give them more control to accomplish this. Others are said 
to be considering the advisability of cutting commission per- 
centages to compel salesmen to get out and get the jump on 


the field as a means of keeping personal incomes at the war “ 


level. Specialty houses here usually have paid their men 
5 to 7 per cent of sales, with a probable average of around 
6 per cent. This is being trimmed now, a few to as low as 
4 per cent. Manufacturers have figured salesmen to net 
about 2% per cent, with 2% to 3 per cent going to travel 
expense. A compromise method of compensation which 
some have considered is a salary plus controlled expense 
account. 

At any rate the whole system is under review in a num- 
ber of organizations, with the result that a minor exodus 
of salesmen has started in protest. The salesmen naturally 
feel that with living and travel costs rising sharply, and 
selling taking on increased importance, their traditional 
rate of compensation should be maintained. 


Boston 


SHOE buyers have been compartively few in number in 
the Boston market during the first two weeks of June, at 
least. The same cannot be said, however, about leather 
buyers since there has been no relaxation of shopping effort 
on the part of the men responsible for keeping the shoe 
manufacturer supplied with his raw material. Combing 
the leather market here has become so much a part of the 
scheme of things that South street will be lonely when it 
ends—if it ever does. 

There are indications, becoming stronger daily, that the 
shoe merchants are buying a bit more cautiously than they 
have been for the last two years. The fact that many of 








them have an over-stock of almost unsaleable play shoe 
types is given as the reason for the current caution. The 
same holds true of operators in the wholesale district and 
some are reported even to have sent their salesmen into 
their territories in an attempt to lighten stocks of footwear 
stor which they are finding little demand. This statement, 
of course, applies to fabric types since the demand for 
leather shoes is still at its peak—so much so that long- 
distance phone calls are being used even by smaller mer- 
chants in an attempt to hasten shipments of merchandise 
long overdue. 

To date, the increase permitted in the ceiling price of 
leather has failed to have the immediate effect which, for 
some reason, it was expected it would have. Thoughtful 
tanners, of course, never expected that any considerable 
increase would follow an increase in price since the short- 
age goes back to hides and means other than those em- 
ployed to date, they believe, will have to be employed if 
the hide shortage is to be corrected. 


Chicago 


SHORTAGES in every phase of the industry, from basic 
leathers through to the labor picture, have brought about 
the most critical shoe market that this country has yet 
known, in the opinion of merchants and manufacturers here. 
With legal prices for tanned hides at levels the trade re- 
gards as too low, many tanners are not interested in finish- 
ing the skins, even when they are available for processing, 
Many tanneries are closed down, some because of strikes, 
some for lack of materials, others for lack of labor. Most 
houses believe the situation cannot possibly change until the 
price structure is adjusted to permit the industry to operate 
on a profitable basis. Until ceiling prices on the various com- 
modities are raised—and that means raised sufficiently to 
cover the many obviously increased costs of production— 
there is no relief to be expected, shoe men say. 

Chicago buyers who have recently visited the Eastern 
markets found the lack of all-leather shoes increasingly 
acute. The result is they have been obliged to buy gabar- 
dines—“far more than we want,” as they express it. But 
in order to have some kind of footwear to meet the public 
demand, they are buying fabric shoes in black and brown, 
since leathers in these colors are well-nigh unobtainable in 
any quality or price. There are so few patents and suedes 
to be had that they are considered practically non-existent. 
Many of the quality shoe houses are just one day ahead 
in their cutting schedules—with no advance stock of leathers 
on hand at all. 

A concise indication of the present condition is to be 
seen in the stockyards. Chicago was once the leading beef 
butcher of the entire country. It has now fallen to fourth 
place’in the nation’s packing areas. Each succeeding day 
sees a smaller dribble of cattle sent here for slaughter. 

[TURN TO PAGE 75, PLEASE] 


Boot and Shoe Recorder 











~X\ 





ING * MADEMOISELLE - VOGUE 
2 THE IMPORTANCE OF 





| Fall truly “it's A Woman’s World”; at 
once glamorous, yet practical, active and 
more enjoyable. This Fall again Natural 
Bridge Shoes truly play an increasingly important role in 
it. Smarter-looking for her glamorous moments, their 
betfer value is instantly appealing to her more practical 
. side; better fitting, they make her every active Fall day 
PRICED RIGHT more enjoyable. That's the story we're telling this Fall to 
TO INSURE VOLUME the legion of women readers of Good Housekeeping, 
; Mademoiselle and Vogue in attractively designed Natural 
Bridge Advertisements. 


LYNCHBURG, VIRGINIA 





BABY DEER SHOES 
PRE-SCHOOL SHOES 


From a Factory Where “Tomorrow's” Production Methods Insure 


Customer Satisfaction * In basic style. * with the patented 
“Cuddle-Back” feature * nationally advertised * at prices which 
will build bigh turnover for you. In sizes from Birth to Age 5. 


TRIMFOOT COMPANY ¢ TRIMFOOT TERRACE «¢ FARMINGTON, MISSOURI 
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CASUALS SALES MOUNT 
IN NEW YORK 


SALES of casual shoes have been 
mounting steadily during the past two 
weeks in New York. They were off to 
a slow start, but are picking up con- 
siderably now. Most popular are 
sturdy low wedge-heeled shoes for city 
street wear. All colors and materials 
are wanted, with leathers naturally 
being top favorites. But fabrics are 
going well too, especially when pro- 


moted as part of an entire novelty co-° 


ordination ensemble. Several stores 
which had head-to-toe accessories in 
piaids displayed in the shoe depart- 
ments, reported fast and favorable 
acceptance. 

The burst of sunshiny, warm days 
probably is accounting for the present 
rise in sales of beach shoes. High 
clogs are selling slower, however, than 
they have in the past. For this season, 
popularity honors for the beach seem 
to be going to barefoot sandals, and 
the thong sandal in particular. Be- 
cause it is the barest of the bare fash- 
ions, women are flocking to the thong 
quickly, spurred on no doubt by the 
many dramatic promotions in fashion 
magazines, ads, and window displays. 
Thong prices run the gamut from very 
low to very high, and merchants re- 
port an extremely favorable response 
in all price groups. 

Whites are, of course, the biggest 
thing at the moment, and spectators 
can’t reach the stores fast enough to 
supply the terrific demand. Patent 
leather shoes have reached almost the 
disappearing point. 

The general shortage of shoes has 
reached the point where more and 
more buyers are heading the South 
American way in an attempt to build 
up some kind of working stock. One 
large Brooklyn department store is 
planning a large promotion for the 
near future of recently purchased 
South American reptiles. Prices will 
naturally be high, but reptiles have 
enjoyed a great success this season 
and people are going “sky high” in 
paying for these colorful, dressy shoes. 

An increasing trend in promoting 
brand names in New York department 
stores is noticeable. One or two new 
shoe departments have been opened 
which are devoted exclusively to one 
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brand. Ads are often promotions of 
one brand at a time, and one Fifth 
Avenue department store devotes each 
new shoe window display to just one 


manufacturer’s merchandise. 
* * * 


INVENTORIES IMPROVING 
IN ST. LOUIS STORES 


DELIVERIES to St. Louis retailers, 
although late, are picking up percep- 
tibly, and inventories are beginning to 
1eflect in a limited way the production 
gains manufacturers are eking out. 
Shipments generally are four to six 
weeks late, but this is so much better 
than was expected that most dealers 
are relatively happy. 

Demand for footwear continues un- 
abated; however, and the prospect for 
substantial gains in stocks is remote. 
Multi-pair buying continues to an ex- 
tent that indicates that shoe wardrobes 
are not yet approaching adequacy. 
Consumers, particularly women, still 
make an effort to be selective in what 
they buy, but still are forced by low 
stocks to accept what they can get. 
The germ of discrimination is still 
there, nevertheless, and retailers are 
watching it with interest. 

Early signs were that June might 
establish a new sales record. By mid- 





























me ee me me rt 








The classic loafer-type wes featured 


for Father's Dey promotion by Saks 
Fifth Avenue, New York. 


month most stores had received from 
60 to 75 per cent of their Summer 
shoe shipments and were from 40 to 
50 per cent sold out. In men’s sport 
footwear, virtually all manufacturer 
deliveries had been made and 75 per 
cent sold out. A July slump is widely 
predicted, perhaps reaching into Au- 
gust. Few are willing to forecast the 
Fall situation. 

In women’s footwear the white sea- 
son is going full blast, with white 
suedes leading. Supplies of these are 
reported unexpectedly good. Colors, 
particularly red and green, are popu- 
lar. Slings are the favorite, but san- 
dals and all strap models are crowd- 
ing them. No one seems to mourn the 
dearth of white fabrics. White plat- 
forms are in strong demand, but prob- 
lems of mass manufacture of these 
shorten the supply. 

Calls for the old reliable, patent, 
are holding up and requests for black 
kid are unseasonably numerous. Tardy 
shipments of black fabrics make only 
# brief stay on shelves. In multiple 
tones, brown and white spectators lead 
all the rest. 

Inventories of men’s shoes are only 
a trifle better than women’s. Produc- 
tion gains apparently are more sub- 
stantial, but rising demand prevents 
stocks from gaining much ground. 
One department store buyer of men’s 
footwear, however, estimates his in- 
ventory at 75 per cent of adequate. 

Greatest rush is for sports shoes, 
especially brown and white combina- 
tions. Wedge strollers are tops in 
novelties, this type registering a big 
bulge before Father’s Day as a gift 
favorite. Saddles are holding up well, 
with an expected drop in blacks and 
whites failing to materialize. The 
rush of servicemen to get themselves 
on a civilian footing has abated some- 
what, but sales of two and three pairs 
to this type of customer are still 
common. 

Most notable thing about the retail 
trade here today is an improved need; 
a change from the old atmosphere of 
confusion and harassment to one of 
growing confidence in the future. Re- 
tailers once more foresee the day when 
they can again rule their own souls, 
realizing at the same time that this 
return to normalcy will mean that if 
they succeed, it will be because of, 
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and not in spite of, their own judg- 
ment and merchandising methods. 
Most are more than willing to accept 
this condition in preference to the 
chaos that accompanied wartime’s as- 


surance of profitable business. 
* # *# 


CHICAGO STORES RUSH 
SLIPPERS, PLAY SHOES 


supplies of leather shoes in Chi- 
cago stores dwindle, it is noteworthy 
that more advertising emphasis is 
given to leisure slippers and play 
shoes — gay Guatamalan cottons, 
bright paids, boldly striped fabrics, 
as well as the many solid color gabar- 
dines have been featured consistently 
by practically all shoe departments. 
A number of stores have also high- 
lighted scuffs and other “comfies” to 
match lounging or sleeping apparel. 
At Carson’s the lingerie section has 
plaid cotton scuffs made of the same 
material as pajamas. 





Dad, too, has come in for attention, 
with many stores featuring men’s 
house slippers as a Father’s Day item. 
These were chiefly the standard type 
of leather opera-style slippers with 
leather heel. 

The June bride was given special 
attention at Marshall Field’s where 
white satin slippers were offered both 
in the Salon and in the Young Mod- 
erns section. Since satin slippers 
have long been on the hard-to-get list 
they brought ready response. In the 
Young Moderns department, two open- 
toed styles were offered, one with 
high heel, the other with wedge priced 
at $9.95. In the Salon high heeled 
types with ankle strap had large bows 
almost covering the vamp. These were 
available in white, scarlet or royal 
blue satin, as well as in gold or silver 
kid, the self bows covered with mullti- 
colored sequins. A window was given 
over to these too. Legs and feet were 
shown below a curtain, as though on a 
stage and the card read: “Curtain 
Going Up on a Colorful Scene.” The 
same models in mules were also shown 
in the Salon, the first time that this 
department has carried boudoir foot- 
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Red lizard came In for its share of the 
glory, when Hess of Baltimore, Md., 
featured it in this recent ad. 





wear. Prices range from $13.75 to 
$21.75. 

As is to be expected at this time 
of year, the great quest has been for 
white, with practically every retailer 
unable to cope with the demand. With 
echool graduations taking place this 
month, the all-white shoe has naturally 
been in tremendous demand. Field’s 
Young Moderns section has tried to 
meet some part of the demand for 
large sizes. Shoe men have noted 
within recent years a very marked in- 
crease in the need for these larger 
sizes. Thus Field’s have endeavored 
to include as many sizes 9 to 10 and 
11 in their orders as possible. 

I. Miller, O’Connor & Goldberg, and 
Joseph have recently given over their 
window displays almost exclusively to 
white Summer shoes. These have in- 
cluded white mesh, perforated kid, 
suede and the barefoot sandals which 
Joseph calls “Primitives,” with thongs 
or bands lacing and tying over or be- 
tween toes, allowing the foot to have 
full sun exposure. ' 

New on the fashion field are some 
white suedes which Carson’s have fea- 
tured. These are mounted upon a 
platform sole covered with gray snake- 
skin, the same reptile used to outline 
the bow trimming on one or to point 
up the centre front seaming on an- 
other model. 

o: @ @ 
BALTIMORE STORES OFFER 
SUMMER SUEDES 
Come July, and there is a definite 
spotlight on light-weight black suedes 
in Baltimore, with much fanfare and 
promotion through advertising in 
newspapers and window displays. It 


is expected that this will last through 
late Summer and into early Fall. 
Wedgies and platforms with bags and 
gloves to match rule the day as com- 
plementary associates. 

Baltimore shoe merchants agreed 
that up until the middle of June, the 
trend in casuals and play shoes was 
toward calf and leather rather than 
toward gabardines or fabrics for, as 
one manager put it, customers are re- 
lieved that since rationing has stopped, 
they do not have to purchase fabric 
play shoes to round out their shoe 
wardrobes. 

All agreed that the white shoe turn- 
over has been magnificent, particu- 
larly in spectators. Opel White, man- 
ager of Hahn’s on West Lexington 
Street, reported wonderful response to 
brown and white, red and white, blue 
and white and black and white in 
closed toe pumps in the $6.95 range. 
Others in open heel and closed toe in 
black and white and blue and white 
sold well, also. 

I. Miller had interesting spectators 
in black and white, brown and white, 
blue and white, red and white and 
beige and white—also all-over white 
wedgies with open toe and sandals 
with perforations. 

One buyer said that children’s shoes 
were only fair, with deliveries from 
four to six weeks late. Moccasins and 
seddles were still the leaders, and 
white sold right out with no re-orders 
possible. . 

In the children’s section, Hahn's 
report the popularity of flat heels with 
eling backs in black, brown, blue and 
red. 

There was evidence of more reptiles 
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in alligator and snakeskin featured in 
various windows in the downtown 
area. Clark’s had some interesting 
light brown alligators with heel and 
sole platforms, matched by bags. Red, 
blue, tan, green and purple snakeskin 
combinations were also in evidence 
along West Lexington Street. 

Hess made news this month with 
the completion of their new downstairs 
“Thrifty-Circle,” where are housed 
their lower priced shoes. Formerly 
this section was situated to the right 
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describes brown glazed kidskin from Newcestle 


Division of Allied Kid Company. Its flexibility and soft- 


= © 
© ness, its smooth eet. surface have made it a 


© | 
: _ leather favored in the shoe industry and the fashion 


world for women’s up-to-the-minute footwear 
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Leste de Meal rade 


of the better shoes on the main floor 
on Howard Street. The opening was 
accompanied by a large newspaper ad 


announcing the new department. 
* #* # 


BUSINESS LEVEL SLACKENS 
IN DETROIT 


Busin ESS level in Detroit stores has 
slackened off a bit, marking a new 
retail trend here, in terms of absolute 
demand, but the condition is little, if 
at all, reflected in actual sales totals, 
shoe dealers report. Reason for the 
paradox, of course, is the prevailing 
scarcity of shoe stocks, with plenty of 
empty shelves or boxes in most stores. 
so that practically all available mer- 
chandise can be sold readily. 
However, the supply condition is 
the major problem facing stores here 
today. Attention of retailers is con- 
centrated upon buying rather than 
selling problems, but merchandising 
and promotion are getting more atten- 
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tion than they did a few months back, 
as evidenced by newspaper advertising 
and window and interior displays. 

Slackening of retail demand has re- 
sulted from the cumulative effect of 
recent labor disturbances and many 
layoffs in the big automotive plants in 
the past two months—a condition that 
has begun to worry more far-sighted 
retailers, as a sign of potential depres- 
sion, with Detroit’s industrial picture 
normally the pilot that points the way 
the national business economy follows. 

Inability to get desirable types of 
shoes is a major worry with most re- 
tailers today. Complaints that manu- 
facturers are showing favoritism in 
the allotments of shoes being shipped 
are common, but more serious is dis- 
satisfaction with the common require- 
ment that certain percentages must be 
in types of fabrics not wanted by the 
store or their customers. 

Demand today is primarily for 
whites in women’s shoes, a survey of 
representative buyers confirms, with 
white and brown the leading combina- 
tion in demand. Platforms in all types 
are in strong demand. The 

has dropped notice- 
past month, while the 
is accepting fabrics more read- 
at least for Summer wear, while 


« 
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the demand for leather far outweighs 
the supplies. 

Confusion over new pricing regula- 
tions is widespread here, with various 
contradictory reports on various lines 
and types of shoes filtering through 
from both trade and general informa- 
tion sources. Retailers generally re- 
sent the situation where new regula- 
tions are not promptly and clearly 
brought to the attention of the men in 
the industry who Should be informed, 
and generally feel that the adminis- 
trative efficiency of OPA has degener- 
ated seriously in recent months. 
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WHITES AND SPECTATORS 
LEAD IN MIAMI 


Two important factors appear in the 
shoe picture at this time as it concerns 
the Greater Miami area. One is the 
return of spectator pumps, in two tone 
effects, from those priced at $4.98 and 
offered in combinations of white with 
brown, black or blue, in suede or calf, 
to a classic selling at $19.95. Nan- 
kin’s has been featuring a smart pump 
in white and brown at $7.95. All this 
is pointing to a return to the classic. 
The second important factor is the 
increased interest in white. More than 
60 per cent of sales volume of late 
has been in the all-white shoe, and 
this applies to the casual number as 











well as the more dressy type. 

The extremely dressy shoe with 
high heel is very much in the picture 
again. Rothman’s, on Lincoln Road, 
Miami Meach, is doing well with a 
hand painted shoe in the higher price 
bracket. Smart bows and rosettes 
adorn the vamp. Delman, in the same 
locality, is showing a red calfskin 
with a butterfly bow highlighted by 
gilt nailheads. Hertz-Ross, also of 
Lincoln Road, has a white doeskin 
pump with high platform sole dra- 
matically decorated with a pert butter- 
fiy bow, priced at $24.95. Burdine’s 
is showing a black suede, its low cut 
vamp almost covered with a huge nail- 
studded bow, at $16.95. 

Considerable attention has been 
given of late to proper style—right 
shoes for the young miss and juniors, 
Cowen’s has introduced juniors at 
$8.95, and they have been well re- 
ecived. Richards have highlighted a 
ballerina with platform sole, in white, 
black, green or brown suedine at 
$4.95. 

Many of the smart shops are fea- 
turing ankle strap models, and all re- 
port a good acceptance of this type. 
Delman has a black polished calfskin 
anklet at $16.95, and Burdine’s has a 
dancing sandal of elasticized rayon 
yarn bands, in white and gold or white 





and silver, priced at $6.95. Nankin’s 
is featuring a Mexican sandal of 
multi-colored leather strippings, leath- 
er covered wedge, at $6.95. Hartley's 
is playing up the barefoot sandal for 
hot weather by offering a tan cowhide 
leather ankle strap sandal at $5.50. 

Reptiles of all kinds and at all prices 
continue to be in high favor. The 
Mary Jane Shop is doing well with a 
red or beige reptile, extremely high 
heel sandal, at $8.95. Cowen’s has a 
lizard with matching bag, at $16.95 
for the shoe. Again the heel is very 
high. Richards is offering a red suede 
sling pump with half-inch black and 
white snake platform, at $20.70. This 
past month has not brought out many 
reptiles, or imitation reptile, in the 
less expensive lines. 

All merchants have one big com- 
plaint: there is not enough stock avail- 
able. [TURN TO PACE 94, PLEASE] 
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1. DEPENDABLE RIGIDITY ... 2. UNIFORM SHANK FIT 


Tests are made during production of 
every lot of shanks to confirm 


The shanks, coming from the Vita-Tem- 
pering furnace cre clean — ready for 
insertion in the shoe. 


Each shank fitting is made directly to 
the last. Vita-Tempering preserves 
the UNIFORMITY of bend and temper. 


The Vita-Tempering Process 
is a significant advance in en- 
gineering that contributes to 
shank steels the accuracy 
of fit and uniformity of bend 
that is important to the science 
of shoemaking. 


To the shoe manufacturer, 
Vita-Tempering means .... 
BETTER SHANES! 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 












Use Brand Names to Build Good Will 


[CONTINUED FROM PAGE 52] 


a fair estimate of the probable time of 
arrival of requested merchandise. Every 
question is cheerfully answered, and 
women are encouraged to come in as 
often as they wish to make inquiries. 

If the style the customer requests is 
not in stock, the salesman does not give 
her the brush-off; instead, he tries to 
fit her in something similar. There 
are no “under-the-counter” sales in 
which shoes are hidden until favored 
customers come in, and no group of 
customers gets preferential treatment 
when it comes to placing orders. 

Making adjustments is a service that 
this shoe department is happy to ren- 
der, and it is a policy of Mr. Horrocks 
to make the customer feel that she is 
right, although the adjustment may be 
unwarranted. He and his staff never 
debate with customers who ask for an 
exchange or a repair. Usually custom- 
ers are so flattered by such treatment 
that they refuse to accept as extreme 
adjustments as they first demand, Mr. 
Horrocks has found. 

When minor repairs have to be made, 
the shoes are sent to a shoemaker who 
handles all work of this nature regu- 
larly for Buffums’. There is no charge 
to the customer for this service, which 
goes a long way in improving public 
relations. 

Advertising the famous brands that 
Buffums’ carries is another function the 
shoe department emphasizes, but it is a 
policy to advertise only when there is 
enough merchandise to back up adver- 
tising, a hard thing these days. One 
pattern of a well known brand is sold 
only by orders because an advertise- 
ment might create a panic. However, 
in order to advertise some brands, they 
are set aside for several weeks as de- 
liveries trickle in; then, when a fairly 
complete selection is on hand, an an- 
nouncement is made in the local news- 
papers. 

“We are proud of the nationally 
famous lines we carry and we feel that 


we should back up the manufacturers 
who supply us by advertising their 
shoes,” Mr. Horrocks says. 

Some shoe stores have representa- 
tives who spend a good deal of their 
time scouring the country for new re- 
sources, often securing unfamiliar lines 
to be sold to customers in lieu of better 
known brands. This is a practice that 
Mr. Horrocks avoids, for he insists 
upon standing by established resources. 

“We are not floating around from 
manufacturer to manufacturer hunting 
for new goods. When this abnormal 
situation is over, we'll still be doing 
business with the firms that have sup- 
plied us with good merchandise at an 
honest price during the busy war and 
even busier postwar years,” he explains. 

A “very keen” sales force of eight 
men and two women has played a lead- 
ing role in building prestige and steady 
customers for the shoe department, Mr. 
Horrocks says. He points with pride 
to the fact that he cannot remember a 
customer’s complaining about one of 
his salespersons. Consistently high 
sales records and few returns and ex- 
changes is an outstanding character- 
istic of this staff. 

“Part of this remarkable record, we 
feel, is due to the fact that we never 
put any pressure on our salespeople. 
They can sell as little or as much as 
they please. We like them to think 
this is their own business and that they 
are completely responsible to them- 
selves,” Mr. Horrocks contends. 

Both he and his assistant, Tom 
Downey, spend considerable time on the 
floor, working with salespeople, waiting 
on customers, answering questions, 
making adjustments. They believe that 
only through this personal contact with 
the sales force and the customers is a 
buyer able to keep up with the trends 
and thus continually build a better busi- 
ness, especially for the uncertain years 
they feel lie ahead. 





Shoe Industry Cited 
By New York Fund 


New York.—aA total of $4,419,212 
has been contributed to date in the 9th 
annual campaign of the Greater New 
York Fund by business toncerns and 
employee groups, including organized 
labor. This compares with $4,038,297 
contributed by this time in 1945, and 
represents 74.8 per cent of the 1946 
goal of $5,900,000. The shoe industry 
section, headed by William D. Benjes, 
president of London Character Shoes 
Corp., was cited for contributing 81 
per cent of its quota. 


Store Reopens After Fire 


SPoKANE, WaSH.—Block’s shoe store, 
on Riverside Avenue, has reopened for 
business after being closed for re- 
—* made necessary by a recent 

re. : 
Max H. Block, president of the 
Block’s Stores, is in Spokane after 
visits to the Chicago and New York 
markets and style shows. He reported 


that a complete new stock of women’s 
shoes and handbags were hurried to 
Spokane for the opening. 

Kenneth S. Galambie is manager of 
the store here. 





Washington Newsreel 


[CONTINUED FROM PAGE 40] 


In any case, the trade would not be 
required to absorb further increases, 

Government officials are predicting a 
drop in shoe production of several mil. 
lion pairs during the summer months, 
due to the shortage of hides. A secon. 
dary factor which will cut into produc. 
thon is the summer vacation period in 
the factories. 

An order relating to ceilings on rub- 
ber footwear, which an OPA official 
said will “take care of the retailer,” 
was issued to be effective July Ist. It is 
summarized on page 69. 





Something Funny Afoot 


Movu.rrigz, Ga.—Henry Fort decided 
to cool his feet when they got hot re. 
cently. So, changing his shoes after 
generously sprinkling powder in the 
inside, he figured he was “fixed up.” A 
while later, Mr. Fort’s shoes began to 
feel tight and pinched his feet. He de- 
cided to take off his shoes, but when 
he attempted to remove them, they 
stuck. Upon investigation it was found 
that he had used adhesive dental pow- 
der for holding false teeth, instead of 
talcum powder. 





Shoe Store Participates 
In Naming Ship 

ALBANY, N. Y.—The Burgess Shoe 
Shop was among the co-sponsors of full- 
page newspaper advertising in connec- 
tion with the commissioning of the new 
13,500-ton U. S. cruiser Albany on 
June 15. Almost $50,000,000 is invested 
in this heavy cruiser, and it is the 
fourth time in American naval history 
that a naval vessel has carried the 
name Albany on the high seas. 


First Quarter Earnings 
Up 181.3 Per Cent 


Cuicaco, Int.—Earnings of Lytton’s, 
Henry C. Lytton & Company, for the 
first quarter of 1946, ended April 30, 
were $370,617 before provisions for fed- 
eral income taxes, Willard W. Cole, 
executive vice-president and general 
manager, announced today. Earnings 
for the comparable period of 1945 were 
$204,234. 

Net earnings for the first quarter of 
1946, ended April 30, after provisions 
for federal income taxes at current 
rates, were $229,782, compared to $81,- 
694 for the same period last year, after 
application of the tax rate then in 
force. This is an increase of 181.3 per 
cent which represents 76 cents a share 
on the 300,000 shares of common stock 
presently outstanding. Earnings for 
the comparable period last year were 27 
cents a share. 
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"3033 RETAILING IDEAS’ — 
1946 Edition Just Out 


SHOE RETAILERS WILL WELCOME THIS BOOK. It has, es- 
pecially for them, a long chapter of 138 ideas for Shoe Selling, 
Display and Stock-Keeping, besides hundreds more adaptable to 
shoe sales promotion—and still more, including— 


Advertising Ideas Ideas to Attract Children 

Prize, Discount and Gift Ideas Cash, Credit and Collection Ideas 
Unusual and Miscellaneous Ideas Anniversary Sale Ideas 
Management and Economy Ideas Spring and Summer Ideas 
Merchandising Ideas Voting Contest Ideas 
Employer-Employee Ideas Mailing List Ideas 

Ideas That Make Stores More Attractive Dollar Day Ideas 

Ideas That Attracted Christmas Crowds Mother’s Day Ideas 

Ideas for Merchants Who Get Together Hosiery Ideas 


Radio Advertising Ideas 
THIS BOOK inspires quick action, helps to plan ahead. It is all 


"meat," long articles boiled down for the use of the experienced, 
busy merchant; to keep at his elbow, for the idea he wants when 














306 Pages 
$3.50 


POST PAID 
Please re- 
mit with 


order 














he wants it. 
for the small cost. 


Foreword by PAUL H. NYSTROM, 
Professor of Marketing, School of Business, Columbia University 
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100 East 42nd St., Dept. 3033 


"3033" offers him the biggest business return ever 


New York 17, N. Y. 











Rubber Footwear Increase 
Held Up Temporarily 


WASHINGTON — Office of Price Ad- 
ministration had issued an order, ef- 
fective July 1, to permit retailers 
to increase maximum prices of water- 
proof rubber footwear so as to reflect 
the 10 per cent increase in manufac- 
turers’ and wholesalers’ prices recently 
granted by the Office of Price Adminis- 
tration. This action, however, was 
later rescinded because it was felt that 
different action might be called for if 
the OPA extension bill is approved. If 
not approved no action will be needed. 

A statement of considerations issued 

by Price Administrator Paul Porter in 
connection with the new amendment 
said among other things: 

“The chain store class of retailers 
who account for approximately one-half 
of the total retail sales of waterproof 
Tubber footwear, if required to absorb 
the recent increase in suppliers’ maxi- 
mum prices, would earn over all profits 
for the ensuing 12 months’ period less 
than in the base period. The existing 
margins of the small store retailers of 
this footwear who account for about 15 
per cent of the sales are approximately 
the same as their expense rates. Ac- 
cording to applicable OPA standards 
the suppliers’ price increases cannot 
be absorbed, even in part by either of 
these types of retailers.” 


July 1, 1946 


April Shoe Production 
Up 2.4 Per Cent 


WASHINGTON—Shoe and slipper pro- 
duction in April 1946 amounted to 49.1 
million pairs, according to preliminary 
figures released by the Bureau of the 
Census, Department of Commerce. This 
is an increase of 2.4 per cent over 
March production of 48.0 million pairs 
and is 18.2 per cent greater than April 
1945 production of 41.5 million pairs. 

Of the April total, 21.9 million pairs 
were produced for women; 9.5 million 
pairs for men; 2.8 million pairs for 
misses; 2.6 million pairs for children; 
2.4 million pairs for infants; 1.9 million 
pairs for youths and boys; and 1.2 mil- 
lion pairs for babies. Other footwear 
produced included 5.6 million pairs of 
slippers for housewear, 0.9 million pairs 
of athletic and miscellaneous footwear, 
and 0.3 million pairs made for the gov- 
ernment. 

Complete April shoe production data 
will appear at a later date in “Facts 
for Industry” Series M68A-46. 


Speaks at Dinner Meeting 


Mancuester, N. H.—Herbert F. 
Stevenson, treasurer of the Kistler 
Leather Co. of Boston, was guest 
speaker at the season’s seventh dinner 
meeting of the New Hampshire Chap- 
ter, National Association of Cost Ac- 


Safety Shoes Exhibited 


PitTssBuRGH, Pa.—Safety shoes were 
exhibited at the recent conference of 
the Western Pennsylvania Safety Coun- 
cil and American Society of Safety 
Engineers. Booths at the show in Pitts- 
burgh’s Hotel William Penn were oc- 
cupied by the International Shoe Com- 
pany, the Lehigh Safety Shoe Company, 
Inc., and H. Childs & Company, Inc. 


Fire Consumes Stock 


Miami, Fia—A fire which swept 
through the A. S. Beck shoe store on E. 
Flagler Street last month, caused up- 
wards of $30,000 worth of damage. The 
fire was confined for the most part 
to stock rooms. Frank Cilinceon is 


manager. 


Fire Damages Tannery 

Luray, Va.—The main industrial 
plant of the Virginia Oak Tannery here 
was damaged by fire last month to the 
extent of $5,000. 


Purchase Building 

St. Louis, Mo.—The Hartman Shoe 
Company has purchased the two-story 
brick building at 1617 Washington 
Avenue, which they remodeled and now 


countants, at the Carpenter Hotel here. occupy as office and warehouse. 
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ceiling prices for goatskins and for 
various types of foreign cattlehides 
and calfskins in an effort to bring con- 
trolled prices nearer to the prices paid 
in international markets by those buy- 
ers not subject to controls. The latter 
problem is particularly acute because 
the effectiveness of the International 
Committee may be prejudiced by the 
difficulty of reconciling its functions 
with the activities of nations who are 
not members and of raw material pro- 
ducing countries with interests not 
identical with stabilization objectives. 

Proponents of continued control base 
their case on the lessons of the historic 
price cycle in 1919-1921. While ceil- 
ings were in effect during World War 
I, price increases for shoes and leather 
were comparatively limited, but the 
revocation of maximum prices for hides 
and skins at the end of 1918 precipi- 
tated a violent inflation. Deferred 
needs in the United States and abroad 
exerted tremendous pressure on in- 
flexible supplies and skyrocketed raw 
materials, leather and shoes. If the 
pressure can be controlled and regu- 
lated, in the period of postwar re- 
adjustment, through international ra- 
tioning of scarce materials, then a 
repetition of the 1919-1921 boom and 
bust may be avoided. 

This line of reasoning is opposed by 
the critics of control on the grounds 
that the difficulties, the inconsistencies 
and complications of the program are 
insuperable. Moreover, it is maintained 
that the interests of the United States 
are being sacrificed in the cause of a 
program which cannot be accomplished 
and which is already characterized as 
a failure in many quarters. Activities 
of Soviet Russia in South American 
markets are pointed to as a concrete 
demonstration that the international 
controls are ineffectual because Russia 
has purchased large quantities of raw 
material at prices above the Commit- 
tee’s ceilings and thereby pre-empted 
the supply at the expense of cooperat- 
ing nations. Under present agreements 
the United States has been committed 
to the export of hides, approximating 
170,000 per month, so that interna- 
tional far from providing 
hides for the United States, actually 
involve a drain upon already limited 
domestic supplies. 

Perhaps the basic contention ad- 


the significance of raw material con- 
or later, it is stated, realis- 


Committee Ends Raw Stock Controls 


[CONTINUED FROM PAGE 45] 


tie acknowledgment must be made that 
the mechanism of control has not been 
effective after the war, and that free 
markets and free enterprise are the 
only solution. 

The rejoinder to this barrage of 
criticism rests on the premises that 
a sharp inflationary potential is pres- 
ent in raw material markets, and that 
without international controls any do- 
mestic efforts at continued stabilization 
of values would be jecpardized. Hence 
it is argued, the longer controls are 
maintained, the sooner will this country 
approach the point at which supply and 
demand are in balance. From that 
point of view it may not be necessary 
to endure a destructive price cycle with 
its costly implications of inventory loss 
to manufacturers and distributors, as 





Summer Sandal Sells 





Miami, Fia.—Richards, Miami, has in- 
troduced @ Cabana Caprice sandal thet 
has met with instant approval. All high 
platform sandals are a fashion highlight 
for dressy summer weer, and this par- 


broidery 
sells for $16.95. 
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well as the drastic consequence u 
consumer psychology. iz 

Early in May the entire program 
international hide and skin agreements — 
and controls was subject to review in — 
the light of mounting difficulties .y 
inconsistencies. Continuance of the 
program finally ‘eome to the White — 
House for determination, and the posi- 
tion was taken by the Government that © 
existing controls should be maintained — 
and if possible strengthened. More” 
recent developments have again demon+ _ 
strated that the effective test of the” 
control mechanism must ultimately rest ~ 
upon its success in providing an ade” 
quate flow of raw material supplies to ~ 
the leather and shoe industries of the 
United States. Unless that is accom ~ 
plished, all control measures are in a 
sense meaningless because the dispro- 
portion between supply and demand 
would continue to be the driving force 
behind market instability. 

If a decision has not already been 
made by the Government, then it may 
be reached in coming weeks. The shoe 
industry has recognized and supported 
in the past all measures directed at 
avoiding needless price inflation; there 
have been no stronger proponents of 
effective stabilization plans than shoe — 
manufacturers and distributors. But 
if controls are no Jonger realistic, if 
raw material is to be exported from the 
United States without offsetting com- 7 
pensation or benefit to the domestic in- 7 
dustry, then controls may well have be- 
come pointless and useless. In that ™ 
event, the sooner industry and Govern- = 
ment face the facts, the sooner will 
postwar normalcy be achieved. : 
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Men’s Shoes at Record Low 
In Denver 


DENveR, COLO.— Women can have) 
their choice of a wide variety of shoes) 
in Denver shoe stores (that is except” 
for patent leather)— if they go to the’ 
right stores. But the stronger sex) 
had better toughen up the soles of its) 
feet—for them shoes seem to be on) 
the way out. 

In one of the larger shoe stores there’ 
were only 30 pairs of men’s shoes in 
the entire place and they expected that) 
figure to drop to nothing before the 
end of the following day. 

One of the leading shoe stores, sell- 
ing only women’s shoes, reported bus 
ness very good and their stock ve 
good. “We have about every kind of 
shoe a woman could want, but we 4 
not have enough of them,” the mar 
ager reported. “If we could only ge 
all the shoes we needed we could about 
double our business. Women stop 
here every hour looking for particulat 
styles of shoes, but we do not ha 
them so they go somewhere else. 
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BBY NOBBIES are a proud 

juct of the men who pi 

red the revolutionary Ficx 
ble California Process: They’ re 
sturdily constructed with cork 
platforms, quality leather s 
and moderately sqooped wedges 


MARY JANE: Black pias- 
tic patent, black suedine, 
and brown suedine, with 
bengaline platform. Re- 
tails from $4 to $5. 


OFFSIDE SANDAL: Biack 
plastic patent, black sue- 
dine, with bengaline plat- 
form. Retails from $4 to 


$5. 


HOBBY FOOTWEAR, INC. 2264 Jerome Avec., Bronx 53, New York 








 TRAY-WARE 


Crystal Clear Lucite 
SHOE DISPLAYS 


America’s Finest Displays - 
Unequalled in Quality 
Style and Construction 








NO. 208 - For your 
emartest shoes. 
Crystal-clear Lucite! 
Sturdy base. Height 
8 inches... $5.50 


NO. 207 - Smartly 


styled, height 5 in- 
ches. Crystal-clear ‘\ 


NO. 206 - Height 
5 inches. Quality 
made in Crystal- 
clear Lucite..$2.50 


INDIVIDUALLY PACKED! 
IMMEDIATE DELIVERY ASSURED! 


TRAY-WARE 


VWanulacturtrs 


“a ot |. miteink dee ‘ 
+ WES Wh St.* CLEVELAND 7, OHIO 





Shoe Firm Inaugurates 
Veterans Training 


[CONTINUED FROM PAGE 56] 


for additional training, so that they can 
be our executives of the future. We've 
found that the best executives come 
from within our ranks. 


“When a veteran applies to us for 
employment, we automatically enroll 
him in the Junior Executive Training 
Program. Our personnel man assigned 
to this task obtains a complete personal 
history of the veteran. These record- 
applications are then screened and at 
the proper time a class of 20 is or- 
ganized and given.one, year’s training 
in junior assistant foreman work. We 
place our veterans, thus trained, in the 
departments requiring additional exec- 
utive help. 

“From our own experience I can say 
employers need have no fear of the 
work involved in processing the trainee. 
While veterans coming under Law 16— 
that pertaining to disabled veterans— 
are interviewed monthly by service offi- 
cials of the Veterans Administration, 
veterans coming under Public Law 346 
—known as the GI Bill of Rights—are 
not served by the Veterans Administra- 
tion and the paper work here is reduced 
to a minimum, including general infor- 
mation regarding the attendance and 
pay of the man involved. 

“If a veteran, after enrolling in a 
certain training program is dissatisfied 
with either the training or the work he 
can make a change providing he does it 
early enough. The veteran must make 
his decision, however, before he reaches 
the goal set for his particular type of 
training. 

“The Superintendents and Foremen’s 
Association of the Shoe Industry of 
Greater New York and Vicinity has 
given considerable impetus to these ‘On 
the Job Training for Veterans’ pro- 
grams. Through meetings held with ex- 
ecutives of various factories and offi- 
cials of the Veterans Administration, 
we were able to interest other manufac- 
turers in this training plan. Our en- 
tire industry is now actively working 
with this program. Then, through pub- 
licizing our meetings in shoe trade pe- 
riodicals, we were able to spread the 
idea. Similar meetings are now being 
held in shoe factories throughout the 
nation. 

Edward Corsi, Industrial Commis- 
sioner, New York State Department of 
Labor, Albany, New York, outlines the 
requirements to which an employer 
must conform before his on-the-job vet- 
eran training program can be certified: 

“First, the initiating employer must 
have the equipment and material to do 
a proper training job. Second, he must 
provide adequate training or supervis- 
ory personnel. This doesr.’t mean an 
unreasonable expenditure of time or 
money. If he himself has successfully 
conducted a reputable business for a 
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number of years, he is considered quali- 
fied as an instructor. Third, the begin- 
ning wage paid to the veteran must not 
be less than the prevailing rate in the 
locality. Fourth, the training program 
must not infringe on established agree- 
ments with labor unions. Thus it will 
not tend to depress wages or working 
conditions in the vicinity. Fifth, the 
program must materially increase the 
marketable experience of the veteran 
who participates, and aim to bring his 
wage to the full wage rate prevailing 
locally for that job, at the end of the 
training period. 

“Single veterans may receive a sub- 
sistence allowance during their training 
period up to $65 a month, and married 
veterans with dependents up to $90 4 
month. The allowance continues only 
up to the peint where the veteran's 
combined earnings on the job plus the 
subsistence allowance equals the experi- 
enced worker’s wage as set up under 
his training program. Under the GI 
Bill of Rights, all eligible veterans are 
entitled to Federal assistance for one 
year plus the length of time in service 
up to a maximum of four years. This 
amount of training must be contained 
within nine years of the date of the 
official end of the war.” 
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‘British Survey Reports 





On Plastics 
_ A survey of the use made of plastics 

Britain over the war years as a sub- 
Beate material for leather in foot- 
“wear ends with the verdict that such 
“materials may take a big share of the 
‘qubber footwear trade but that they 
gre fundamentally not suited to the 
normal run of footwear production if 
more usual materials can be obtained. 

Author of the survey is H. Salt, 
M.Sc., Director of Civilian Leather 
Supplies who indicates that rubber and 
rubber-like materials both with and 
without the addition of textile fibres, 
‘corks, etc., are used, as are plastic 
‘compounds such as polyvinyl chloride 
and vinylchloride acetate sheeting. 
These, with a fabric backing, have the 
necessary stretch and flexibility for 
adaptation to all processes in footwear 
construction. They are, however, im- 
permeable to air and moisture and the 
opinion is given in the survey that 
while these materials have a future as 
a substitute for rubber footwear it 
seems unlikely that they will be seri- 
ous competitors of upper leather for 
footwear generally. 

The plasticised vinyl resin sheetings 
have been found most serviceable for 
tips and quarters, the coloring pig- 
ments being incorporated into the ma- 
terial itself and not merely used as a 
surface coating. The original appear- 
ance is therefore retained throughout 
the life of the shoe and parts of shoes 
made with these plastics are said to 
wear two and three times as long as 
other materials used in the same 
places. The chief disadvantages of 
thermoplastic materials for leather 
substitution is their inability to with- 
stand extremes of temperature. They 
become soft and are inclined to flow at 
high temperatures and have a tendency 
to crack at the lower end of the scale. 

Excellent qualities are ascribed to 
upper fabric material woven from a 
vinyl chloride-acetate yarn. It is said 
to be of great strength and capable of 
being shaped to fit any desired contour, 
and being non-absorbent, any adhering 
dirt can be easily removed. 


Proposes Cruising 
Merchandise Vessel 


New ORLEANS, La.—A proposal to 
build foreign trade by using a cruising 
display ship—‘“a floating merchandise 
mart”—and an international trade ex- 
position to be held every Spring in New 
Orleans, has been made by Charles 
Nutter, managing director of Interna- 
tional House. 

The “floating merchandise mart,” Mr. 
Nutter proposes, would cruise about 
Latin ports to show the goods of U. 8. 
manufacturers. The international trade 
exposition would last three to six weeks, 
and would be advertised extensively in 
Latin America. Goods featured would 
be heavy equipment too large to be 
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shown in the New Orleans International 
Trade Mart. 


Mid-West Show Draws 


Record Crowd 


OMAHA, NgeB.—The Midwestern Na- 
tional Shoe Travelers held the biggest 
market week in the organization’s his- 
tory during a three-day showing here. 

Nearly 200 lines were exhibited by 
110 firms. Attendance of buyers from 
Nebraska, Colorado, Wyoming, Iowa 


and South Dakota reached a new peak. 
Buyers generally took what they could 


get in merchandise in view of the 
gloomy production picture. 

Several style trends were noticeable. 
Buyers sought lower heels for women’s 
styles though the platform sole and heel 
were still much in demand. Suedes are 
topping all other leathers and there was 
heavy demand for the short supply of 
brown and black calfskins. 

About 85 to 90 per cent of the orders 
in men’s styles were for brown leathers 
in calf and grain. All grades of kan- 
garoo and kid leathers were very scarce. 
The trend in toes was toward the wider 
last with brogue types taking the lead. 
Greatest demand was for loafers. 
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Detroit Stores Reduce 


Work Week 


Derroir, Micu.—Major Detroit re- 
tail stores are moving to a 40-hour 
week operating schedule on July 1, re- 
placing previous 44, 48, or other hour 
schedules.. The move is strictly in line 
with the trend of Detroit industry and 
retail business to operate upon the 
same basic work week. 

Store hours will be adjusted in vary- 
ing ways, with some stores planning 
to allow days off for individual staff 
members, rotating so that the store op- 
eration is not adversely affected, and 
others revising their store hours to 
meet the new demand. Each store is 
making its own decision in terms of its 
own special merchandising policies. 


Ballerina Type with Platform 
Sells in West 


LINCOLN, NgB.—Ballerina style shoes 
with a platform sole are taking the 
best-seller ‘place held by ballerina slip- 
pers without a platform sole early this 
year, it was reported by George Mc- 
Laird, women’s shoe buyer and depart- 
ment manager at Hovland-Swanson. 
The platform sole has:gained heavily in 
popularity since warmer weather ap- 
peared, he said, as the heavy sole gives 
greater comfort on hot pavements. 

The new best-seller in the lower-price 
category is selling at $4.95, and has 
been wanted in red, turquoise and black, 
in that order. It is a wool and cotton 
gabardine shoe and has been especially 
popular with high school and college 
girls. 

Ad copy used to promote the number 
in June stated that “. .. with its young 
ballerina look, its rounded toe, caters to 
all your Summer cottons from midriff 
trocks to lounge clothes.” 


Retailers Qualify for 
Veteran Training 


LINCOLN, NeB.—An increasing num- 
ber of Nebraska retail shoe stores are 
qualifying for on-the-job training of 
veterans as shoe salesmen, it is re- 
ported by the office of the state Super- 
intendent of Public Instruction. In- 
cluded among the firms approved for 
such training under Public Law No. 
246 are the following: 

Brown-McDonald Co., Broken Bow; 
Wilson Shoe store, Fremont; Magee 
Clothing Co., Lincoln (salesmen for 
both men’s and women’s shoe depart- 
ments); Dehner Company, Inc., 2059 
Farnam street, Omaha (bootmakers, 
boot and shoe salesmen, plant superin- 
tendents) ; Health Spot Shoe store, 1622 
Harney, Omaha; G. R. Kinney Co., 103 
South 16th street, Omaha; Kirkendall 
Boot Co., 1101 Harney street (boot and 
shoe machine cutters); Dr. Scholl’s 
Foot Comfort Shop, 119 South 16th 
street, Omaha; and Eckhardt’s Shoe 
store, Scottsbluff. 
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Shoe Stores on Short Week 
In Decatur 


DecaTuR, ILLINOIS—Shoe merchants 
here, are now operating on a ‘shorter 
work-week and staying open Monday 
evenings, and they seem to be pleased 
with both changes. 

The first shift downtown shoe mer- 
chants made was from Friday to Mon- 
day as shopping night. They made the 
change along with other mid-city mer- 
chants, who follow the policies estab- 
lished by the retail trades committee of 
the Association of Commerce. 

The second change was one of cutting 
down the work-week, reducing hours 
by 30 minutes each day. H. Wayne 


Hill, chairman of the retail trade com- 
mittee said the change was in accord- 
ance with the established trend toward 
shorter working hours and also aided 
store managements and personnel by 
eliminating the confusion and bother of 
staggered working hours for clerks. 
Downtown shoe stores in Decatur now 
are open from noon until 8:30 p. m 
on Mondays and from 9:30 a. m. until 
5 p. m. Tuesdays through Saturdays. 


New Shoe Store 

La Mesa, CALIF.—Malone’s Quality 
Shoes is the firm name under 
Dolph E. Malone, Frank H. Awes and 
Florence Malone are conducting a new 
store here. 
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Manufacturing and Markets 


(Continued from page 60) 


This decline, say stockyards men, is directly attributable to 
price rulings and various inequitable federal regulations. 
The Pacific coast region, which prior to the war, was one 
of the least important butchering sections, now holds first 
place. The New York area within one year rose from 
eighth place to third. The rapid rise in both the western 
and the eastern areas has been noted since price controls 
on meats were established in 1942. The small amount of 
cattle reaching the Chicago yards is immediately reflected 
in the inadequate supply of hides going to the tanneries. 
Shoe retailers have commented that for the most part 
consumers have been understanding and patient during 
these past years when they were unable to buy desirable 
footwear. However, they state that now the long-suffering 
public is beginning to evince some irritation, when con- 
stantly confronted with the statement that the shoes they 
want are not available. They are now inclined to ask 
“why?” and “How come?” But the answer is a bit too 
involved for the average shoe salesman to explain with a 
few kind words. Since there is many an expert on shoes 
who is stumped today, it can hardly be expected that the 
average run-of-the-mill salesman can clarify a situation that 
to the customer is certainly bewildering, if not bewitched. 


New York 


SHOE manufacturers in the Greater New York area are 
showing increasing concern with what they term a “gen- 
erally deteriorating market picture.” It now appears that 
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tanners did not hold back leather in any substantial quan- 
tity prior to getting a price adjustment. This conclusion 
is based on the fact that the flow of leather from tanners 
to manufacturers has shown no appreciable increase since 
the revocation of Price Orders 13 and 14 to MPR 61—the 
order which permitted a 10 per cent increase on raw goat- 
skin and pigskin prices, and a six per cent adjustment on 
the price of domestic leathers. 

The possibility that tanners are still not satisfied and 
expect further adjustment has been considered and quickly 
dismissed by shoe manufacturers. The fact that March, 
April and May production has been progressively in- 
creased—each month representing a new record high— 
would seem to refute any theory that tanners were holding 
back substantial quantities of leather prior to the price 
orders. Three weeks have elapsed since the orders took 
effect. Believing this sufficient time to give some indication 
of their effect on leather shipments, manufacturers believe 
tanners are shipping practically all available supplies. 

The problem, therefore, becomes one of simple arith- 
metic. If it costs more to make shoes, compensation must 
come from one of two sources—either from a higher selling 
price or from production of more shoes at the same price. 
Manufacturers are quite willing to use the latter solution 
However, they can’t make more shoes without more leather. 
Nor does a price increase appear forthcoming at this writ- 
ing. Manufacturers are apprehensive of the results of this 
dilemma. 
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Empire State Group to Expand Activities 





Retailers 


Association to Consider Advisability of Resuming Regular 


Conventions, with Shoe Exhibits, Nest Year 


Syracuse, N. Y.—After analyzing 
the present difficult leather and shoe 
situation, members of the New York 
State Shoe Retailers Association de- 
dded, at their annual meeting here 
June 16, to expand their association 
activities and to name a committee 
which will consider resuming conven- 
tions with exhibits. They re-elected 
Harry Ehrenpreis, of Syracuse, as 
president, and chose other officers as 
follows: Robert F. Dacey, Watertown, 
first vice-president; Philip Ratick, 
Schenectady, second vice-president; 
Leonard Weidemiller, Rochester, third 
vice-president; William J. Hannifan, 
Olean, fourth vice-president; Ernest A. 
Beaumont, Albany, treasurer; Clarence 
A. Little, Rochester, secretary. 

Newly elected directors are Arthur L. 
Adler, New York; Ray Allen, Bingham- 
ton; Robert S. Park, Syracuse, and 
John W. Heckler, Rochester. 

Jesse L. Patton, chairman of the 
board of directors, presided at a meet- 
ing of that body and he introduced a 
resolution which was unanimously ap- 
proved, expressing appreciation of the 
work of L. E, Langston, executive vice- 
president of the National Shoe Retail- 
ets Association, for his accomplish- 
ments in behalf of all shoe retailers. 

“I believe that no other line of busi- 
ness has been so well represented in 
Washington,” said Mr. Patton, “and I 
believe that we should express appre- 
tiation of what he has done.” The 
fesolution gave recognition to his “dis- 

service, which has brought 
benefits to the retail shoe business and 
the public it serves.” 

Mr. Langston was to have been a 
speaker at the meeting, but found it 
impossible to be present. 

Vice-president Dacey presided at the 
association meeting for the reason that 
President Ehrenpreis had an -appen- 

_Seetomy the day before. He read a 
brief message from the president, re- 
_0unting some of the achievements of 
the past year. 

_ Among these was the defeat of the 
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Milmoe bill, which had been passed by 
both houses of the Legislature, but was 
vetoed by Governor Dewey after some 
of its possibilities, including harmful 
results to the shoe business, particu- 
larly in connection with the sale of cor- 
rective shoes and devices, were pointed 
out to him. Mr. Ehrenpreis led the 
fight against it. 

Mr. Dacey described an organization 
meeting of the new Council of Small 
Business Associations, of which the 
shoe association has become a member, 
and expressed a belief that it will play 
an important part not only in promot- 
ing legislation that is beneficial to the 
shoe business, but in preventing unjust 
legislation. 

It was voted to leave to a committee 
to be named later by the president the 
matter of considering holding a con- 
vention with shoe exhibits. Whether 
such a convention will be held next year 
will depend upon conditions prevailing 
at that time; upon whether shoes can 
be had in quantity, and the prospect for 
hotel accommodations. 

Meanwhile, it was voted to have a 
membership campaign, with a chairman 
to be appointed in each city to solicit 
and enroll new members, with expecta- 
tions that membership will become sev- 
eral times its present size. 

Ernest R. Park of Rochester, speak- 
ing on “What This Association Can 
Mean to the Shoe Retailer,” pointed out 
that, as a member of the new council, 
it will have support which it never had 
before, and its benefits will be greatly 
increased. 

William Pidgeon of Rochester, speak- 
ing on “A Look at the Future,” dis- 
claimed the possession of prophetic in- 
sight, but recounted experiences after 
the first World War in which shoe 
prices were advanced greatly. “And 
then the bubble burst,” causing many 
failures among shoe firms, while others 
had to take from one to three years to 
get the “water” out of their stock. 
Nevertheless, he said, there were no 

[TURN TO PAGE 83, PLEASE] 








Named Secretary of 
St. Louis Group 


St. Louis, Mo.—Oscar C. Orman, 
member of the law school faculty at 
Washington University and director of 
its library system, has been named ex- 





©. C. ORMAN 


ecutive secretary of the St. Louis Shoe 
Manufacturers’ Association, succeeding 
A. M. Burton, who resigned two months 
ago. 

Mr. Orman, 34, a native of Cam- 
bridge, Mass., was educated in Seattle 
and received LLB and AB degrees 
from the University of Washington. 
Before joining Washington University 
here in 1936 he had been on the facul- 
ties of the University of Washington 
and the University of Chicago. 

He volunteered in the Navy in 1943 
and became an aviation combat intelli- 
gence officer. After service covering 
the entire Pacific, he was discharged 
this year as a Lieutenant, senior grade, 
and rejoined Washington University. 
He is married and has four children. 

Mr. Orman has done extensive re- 
search in labor legislation, retail price 
maintenance, public opinion and library 
technique and has written a number of 
articles for legal and education jour- 
nals. He was introduced to industry 
members at the manufacturers’ and 
allied trades’ outing held recently. 
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Chain’s 4th Outlet Makes Auspicious Kentucky Debut 


The forty-fourth store in the Johan Irving Shoe Corpora- 
tion chain, opened recently in Louisvilie, Ky., in the heart 
of the city's most important retail section. Opening day 
the store was swamped with customers. Above left, an 
jaterior view looking toward the entrance. The forty foot 
front is of plete glass with each plate nearly eight feet 


LovuisvILLE, Ky.—The John Irving 
Shoe Corporation, Boston, Mass., re- 
cently opened the forty-fourth store of 
its chain, 525-27 South Fourth Street, 
in Louisville’s most important retail 
section in the heart of the hotel and 
theater district. 

The new Mary Jane store, in charge 
of M. R. Rubenstein, features a wide 


cealed 


variety of shoes for ladies, along with 
bags, gloves, and hosiery. 

The store has a forty foot frontage 
on Fourth Street and carries approxi- 
mately 10,000 pairs of shoes in stock. 

Fixtures are in-a light finish and 
lighting is semi-indirect, from cold 
cathode neon tubes in the ceiling with 
concealed lighting over the wall cases. 


square. Stock capacity is 10,000 pairs. At right, a view 
of the well stocked accessory bar which features con- 

lighting over the cases. Bags, gloves and hosiery 
will be an important featere of the store. It is claimed 
te be one of the most modern shoe stores in the state of 
Kentucky. M. R. Rubenstein is the manager. 


Store colors are in pastel shades of 
green and lavender. 

At the opening two local girls, taking 
the parts of Mary and Jane, passed out 
rosebuds to all visitors, and twenty-five 
salesmen were needed to take care of 
customers. Normally the store will em- 
ploy eight to ten men with additional 
help on week ends. 





Import Prices on 
Goatskins Increased 


WasHINGTON, D. C.—An increase of 
15 per cent in the price which domestic 
importers are authorized to pay for 
East India, Bombay and Karachi 
tanned goatskins, conforming with a 
recent increase permitted by Great 
Britain, has been announced by the 
Office of Price Administration. 

A similar increase of 20 per cent on 
the import price of East India, Bom- 
bay and Karachi tanned sheepskins is 
provided in the action, which is effec- 
tive June 20, 1946. 

Import prices of these semi-tanned 
goat and sheep skins were established 
by agreement between United States 
and Great Britain, so that there would 
be no disparity between the prices of- 
fered in the two countries and are sub- 
ject to allocation under the program 
of the Combined Hides, Skins and 
Leather Committee. Since Great Brit- 
ain recently announced the 15 per cent 
increase for goatskins and 20 per cent 
increase for sheepskins, the present ac- 
tion is taken to afford American im- 
porters equal opportunity to compete 
for the purchase of the available 
supply. 

The authorized increase is to be ap- 
plied to the maximum prices listed in 
the regulation for specified selections 
of skins. 

The amendment also clarifies the 
method of pricing shipments of East 
India tanned goatskins and sheepskins 
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from ports other than Bombay, by 
making clear that the price applicable 
to shipments from ports other than 
Bombay is to be reduced by three cents 
per pound from listed prices. 


Personnel Changes 
In Detroit Stores 


Detroit, Mich. — Major personnel 
changes are being made in Detroit 
specialty stores with the resignation of 
Leo Masters, shoe buyer at the B. 
Siegel Company, one of the city’s larg- 
est and oldest high grade specialty 
stores in the women’s apparel field, to 
open his own shoe department in Jack- 
son, Mich. Mr. Masters started in the 
shoe business a quarter century ago 
with the Harrison-Emery Company, 
which subsequently became Younker’s, 
in Des Moines. He came to Siegel’s in 
1927 as a salesman in the shoe depart- 
ment. In 1931 he was named assistant 
buyer, and in 1935 was promoted to 
buyer. 

His post is being taken by Edgar 
Foster, another former Detroiter, who 
has been with Carson-Pirie Scott for 
many years. About 20 years ago he 
was with the shoe department of the 
J. L. Hudson Company and later with 
the McBryde Boot Shop here. 

Nathan Marblestone, who was as- 
sistant to Mr. Masters, has also re- 
signed, to accept an appointment as 
shoe buyer for women’s and sport shoes 
in Peters’ Department Store, specializ- 
ing in sports equipment and apparel. 


He succeeds Mark Routbard, who left 
Peters to go with the Peter Pan Shoe 
store in the exclusive East side suburb 
of Grosse Pointe. Mr. Marblestone’s 
post at Siegel’s has not yet been filled, 

Mr. Masters will take over the leased 
department in the Elaine Shop, 
women’s specialty store, at Mechanic 
and Michigan Avenues, in Jackson, 
about July 1. 

The store will specialize in shoes at 
$6.95 to $25. The Elaine Shop, estab- 
lished by Albert Kantor, is in progress 
of expansion to eight-story size, witha 
remodeling program costing $135,000, 
When completed, it is expected to be 
one of the most unusual small town 
stores in the country. 


Shoe Club Meets 


New York—Members of the Shoe 
Club attended the last meeting of the 
season at a luncheon in the Hotel Me 
Alpin, June 20. Speaker for the meet- 
ing was Emil K. Ellis, attorney who 
represented Mrs. Crater in the investi- 
gation of Judge Crater’s disappearance. 

The next meeting will be held in Sep- 
tember at which time official installa- 
tion of new officers will take place. Abe 
Plotkin is the newly elected president, 
replacing William Bressler. 


Opens Handbag Department 


WiLkKes-BarrE, Pa.—The Kinney 
Shoe Store at 54 South Main St., has 
opened a handbag department. 
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March Production Above 
All Preceding Months 


WASHINGTON, D. C.—March shoe pro- 
duction reached almost 48,000,000 pairs, 
the highest ever achieved by the Ameri- 
ean shoe industry, and preliminary re- 

indicate that April output was at 
a similarly high level, the Civilian Pro- 
duction Administration announced re- 
cently. 

John W. Lake, Deputy Director of 
the Textile Division, said, “Shortly 
after Thanksgiving Day there should 
be enough shoes in stores to meet de- 
mand, and if the current high rate of 

ction is continued, retail inven- 
tories should approach a normal level 
by the Spring of 1947.” 

The March and April production fig- 

ures compare to about 42,000,000 in 


-each of the first two months of the year. 


Average monthly production for civil- 


-jans was 36,800,000 in 1945; 36,700,000 


during the war period 1941-1945; and 
34,100,000 during 1936-1940. 

It is predicted that if the black mar- 
ket situation is corrected the industry 
will be able to put out for civilian use 
550,000,000 pairs of shoes this year. 
This total would include all kinds of 
shoes except rubber footwear or foot- 
wear having vulcanized rubber soles. 
About 380,000,000 pairs would be of 
leather. 

The overall figure of 550,000,000 
pairs, if reached, will be 67 million 
pairs more than the previous record 
production of 1941, at which time specu- 
lative buying and inventory building 
practices were common. It compares 
even more favorably with the prewar 
(1986-1940) average of 409,250,000 
pairs. 

Competition in some parts of the 
shoe industry because of high produc- 
tion is already bringing supply and de- 
mand into balance. Women’s play, slip- 
per and baby shoe manufacturers, it is 
reported, already find it necessary to 
seek orders rather than to allocate their 
production. 

The breakdown for March shoe pro- 
duction is as follows: All civilian foot- 
wear totaled 47,376,000 pairs of which 
13,004,000 were men’s and boys, 27,648,- 
000 were women’s and misses’, and 
6,724,000 were children’s and infants’. 
Government footwear production was 
427,000 pairs. Total March production 
reached 47,803,000 pairs. 


Whitehouse & Hardy 
To Open New Outlet 


New York—Whitehouse & Hardy, 
retailers and designers of men’s shoes 
and furnishings, have leased a store at 
695 Fifth Avenue, between 54th and 
55th Streets. : 

Complete remodeling of the store 
front and interior is scheduled for com- 
pletion in time for an early Fall open- 
ing. The company will utilize the street 
floor and basement. 

Whitehouse & Hardy have been New 
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York retailers and designers of fine 
men’s shoes for over half a century. 
Recently men’s furnishings and acces- 
sories have been added and will be 
prominently featured in the new Fifth 
Avenue store. Other stores are located 
on Broadway at 40th Street, and on 
Madison Avenue at 48rd Street. 


Corporation Assumes 
Control of Store 


MIAMI, FLa.—Complete control of 
the Richards Store here has been as- 
sumed by City Stores Co. 


City Stores operate Lit Brothers in 
Philadelphia; B. Lowenstein and Broth- 
ers, Memphis; Maison Blanche Co., New 
Orleans; Loveman, Joseph and Loeb, 
Birmingham; Kaufman-Strauss Co., 
Louisville; R. H. White Corp., Boston; 
and Oppenheim Collins & Co., which 
conducts specialty stores in New York, 
Brooklyn, Philadelphia and Buffalo, 
and branch stores in White Plains and 
Garden City, N. Y. 

Stockholders of the Richards Com- 
pany will receive, in exchange for each 
of their shares of common stock, eight 
shares of common stock of City Stores 
Co. 
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“MAKE GOOD SHOES BETTER" 


@ PERFECT BALANCE 
@ GREATER STRENGTH 
@ TROUBLE-FREE OPERATION 


To insure complete user satisfaction specify “‘Umpece Buckles"’ 
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Hold Accessory Clinic 


New York.—Quality shoe stores 
should concentrate on handbags and ac- 
cessories that go with the specific foot- 
wear being featured by the store, ac- 
cording to Alice Richardson, who di- 
rected an accessory clinic for members 
of Shoes Associated, Inc., in the group’s 
offices at the Empire State Building, 
June 15. 


“Coordination of shoes and acces- 
sories is growing more important all 
of the time,” said Miss Richardson, who 
is accessory executive of the group. 
“And a shoe store is the logical plate 
for a woman to find shoes and acces- 
sories that go together. All of our 
stores plan to expand their accessory 
departments and do a concentrated job 
on this type of merchandise.” 

Showing merchandise that reflected 
fashion trends, Miss Richardson point- 
ed out that the silhouette for Fall is a 
ladylike look, a look of elegance. Re- 
tailers must capitalize on the effects of 
this trend on shoes and accessories. 

“Longer skirts will make heels most 
important,” Miss Richardson said. 
“Flats will continue on the campus and 
with casual clothes. But city clothes 
with two inches more of hem cry for 
heels. Flats just won’t look right with 
these clothes. Cocktail clothes, with 
their uneven hemlines, demand femi- 
nine shoes, with very high heels.” 

Accessory buyers and merchandise 


managers from the twelve member 
stores throughout the country attended. 





Outing Leads to New 


St. Louis Group 


St. Louis, Mo.—First golfers out of a 
field of 134 entries teed off at 6.30 a.m. 
at Norwood Hills Country Club, June 
13, when over 300 shoe men and mem- 
bers of allied trades gathered for an 
outing arranged by a committee headed 
by Norman Wentworth, of United Shoe 
Machinery Corporation. 

So successful was the affair that 
plans were made for the formation of 
a social group to be known as the St. 
Louis District Shoe Trades Association. 
Winter, as well as Summer meeting will 
be held. 

The tournament was won by John 
Guhman, Wright-Guhman Co., with a 
low gross score of 78. Golf prizes were 
awarded as follows in order of their 
rank: 

Low gross: Mr. Guhman; Art Sned- 
den, Brown Shoe Co.; George Morris, 
Wright-Guhman Co.; Bob Klick, Tobin- 
Hamilton Co.; Norman Wentworth; 
Pete Fogerty, Johnson, Stephens & 
Shinkle; and Don Hyman, Brown Shoe 
Co. 


Low net: Morris Kalmon, Paramount 
Shoe Manufacturing Co.; Ed Wisneski, 
Falcon Shoe Co.; Harold Tober, Tober 
Saifer Shoe Co.; Ed Stahlhuth, Central 





Counter Co.; J. G. Samuels, Jr., Sam- 
uels Shoe Co.; Clyde Wooley, Interna- 
tional Shoe Co.; George Morris; Jim 
Legg, Moulton Bartley, Inc.; Arnold 
Cope, Arnold E. Cope Co.; G. C. Sulli- 
van, Samuels Shoe Co.; Harry Peter- 
son, North & Judd Co.; George Miller, 
United Shoe Machinery Corp.; C. J. 
Dister, Samuel Shoe Co.; Frank Mitul- 
ski, Johnson, Stephens & Shinkle Shoe 
Co. 

Blind Bogey: Russell Byrne, Mono- 
gram Slipper Co.; Art Altvater, West- 
ern Supplies Co.; Mill Minier, Brown 
Shoe Co.; Ed Meyer, Dennis Chemical 
Co.; Roy Woodworth, Progressive Ser- 
vice Co.; Ed Taylor, United Shoe Ma- 
chinery Co.; Carl Fliegner, Brown Shoe 
Co 


Nearly 100 prizes were distributed 
throughout the day. 





Outlet Will Feature 


Jarman Shoes 


RocHEsTER, N. Y.—A retail outlet for 
Jarman shoes will be opened here, Aug. 
1, at 18 West Main Street. Ben Sav- 
age, who will manage the store, an- 
nounces that Jarman footwear exclu- 
sively will be featured. 

Mr. Savage has been affiliated with 
shoe stores in Geneva and Rochester, 
N. Y., and has been merchandise man- 
ager for the Sears Roebuck Company in 
Rochester. 
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SPARKLING 


Transparent Plastic 


Genuine Plexiglas . . . lighter, more 
transparent than fine glass . . . yet prac- 


tically unbreakable. Finest way to dis- 





play fashion merchandise! 


Ne. 106—4-Way Spray. Graceful, strongly-constructed 
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Ne.212R—Shoe Stand. Top, stem, base 
ore all Plexiglas! Adjustable top. 6", 
9", 12" or 15" high. Steel points hold 
shoes firmly in position. Perfectly bal- 
anced. An exceptional buy! .. $5.85. 


display unit. 4" plate glass circles bolted to stems 
of %" square - Plexiglas. 
high, 34" wide, 22" deep. ......... 


Perfectly balanced. 28" 


Immediate Shipment! 


PLEXIGLAS 


DISPLAY FIXTURES 


More than 25 New Items. Write for Catalog. 


Standard 


DISPLAY COMPANY 
1708 Delmer Bi., St. Lewis 3, Mo. CEntral 5196 
No. 100—3-Shelf Step acy  Hnometiesaiy, pens —— 
overall eae tek, oe =. ong. IE 12" F dagp. Stra 

ere %" plate f= = vore 
Plexiglas. $31.50 





Assumes Management 
Of Pittsburgh Store 


PITTSBURGH, Pa.—E. L. Pigman, 
well known shoe man, has taken over 
complete management of The Junior 
Footwear Company, one of the first ex- 


E. L. PIGMAN 


clusiveiy juvenile shoe stores to open 
in this city. The store is located in the 
East Liberty shopping district, and 
draws customers from all over the city 
and nearby towns. 

Mr. Pigman has been a footwear 
sales representative in the Pittsburgh 
territory for 24 years. In that time 
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he has helped many young men get 
started in the shoe business, and some 
of them still call on him for advice. 

Mr. Pigman lives in Mt. Lebanon, 
Pa., where he is active in civic affairs. 


Hole-in-One Features 
Tournament 


New York.—Over 75 shoe men en- 
joyed an ideal day at the golf tourna- 
ment sponsored last month by the Boot 
and Shoe Travelers Association of 
N. Y., on the spacious grounds of the 
Westchester Biltmore Country Club at 
Rye, N. Y. 

After a noon luncheon guests par- 
ticipated in golf, tennis and swimming. 
A large group entered the golf tourna- 
ment which was won by William 
Wrenn, of the United Last Company, 
with a low gross of 85. Runner-up was 
Harold Gessner, of La Marquise Foot- 
wear, with a gross 88. A feature of 
the match was a hole-in-one, shot by 
Earl Needham, on the 15th hole, a 125 
yard, par three cup. 

Prizes for golfers were awarded Dave 
Weisberger, William Merritt, H. Wood, 
H. Bialek, William Wrenn, Tom Calla- 
han, Harold Weisberger, C. Selig, W. 
C. Kolkebeck, W. F. Kolkebeck, Harold 
Gessner, H. J. Wood and J. Perling. 

Gift prizes, awarded by the Mar- 
bridge Building, Inc., and Bob Fred- 
ericks, went to M. J. McManus and 


Harry Dienes. Other non-golfer prizes 
were won by Fred Hancock, George Lit- 
vak, Jack Abowitz, Frank Lane and 
Martin Kern. 

Charles Havranck, secretary of the 
association, announced that the group 
will sponsor another outing Aug. 1, at 
the North Hills Country Club, Douglas- 
ton, L. L 


Store Marks 75th Year 


MaRLBorO, Mass.— Cosgrove’s Shoe 
Store, the city’s oldest retail business, 
is celebrating its 75th year. The store 
was started by the late Daniel W. Cos- 
grove in 1871 and has remained in the 
same location all these years. In 1896 
the late Joseph F. Cosgrove, Daniel’s 
brother, became a member of the firm 
and conducted the business until his 
death a few years ago. The business 
is now being operated by his son, 
Francis J. Cosgrove. 

Cosgrove’s is a family shoe store, 
well reputed for the high standards of 
business ethics practiced since its in- 
ception. Quality brands are featured. 
Families from babies to great grand- 
fathers have been well served at Cos- 
grove’s during the past 75 years. 

The store has just undergone exten- 
sive interior alterations which included 
the installation of new, mahogany 
veneer finished shelves with matching 
display cases of the newest design, to- 
gether with chairs upholstered in red 
leatherette. 
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A Big Seller 


Wherever Shown 


MEN’S CASUAL SANDAL 
California Construction 






$3.50 
7.0.8. Cleveland 
Brown Elk. Excellent Leather Soles. 8 
and D widths. 
Sizes 7 to 12; 6 to II. 
At once Delivery 
LAKESIDE SHOE CO. 


Shoes — Rubbers — Slippers 
1313-17 W. 6th St. « Cleveland, O. 
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CHILD'S SANDALS 


CHILDREN’S ELK SANDAL 


Heavy Smooth Elk with Long-Wearin 
Leather Soles and Brown Rubber Heels 


In Stock 
$]-622 
Net 10 days 


F.O.B. N.Y. 


36 prs. of a size 
run of a color 
te a case 











See Ro the Show! 
izes: 5-8, 12, t 
White Elk, hae th, hea et 


POLONER SHOE CO. 
156 Duane Street New York 13, N. Y. 




















Footwear in New Sport 
Department 


MANCHEsTeR, N. H.—A new sporting 
goods department, which carries sport 
shoes, boots and moccasins, has been 
opened by the J. J. Moreau & Son de- 
partment hardware store here. 


NSMA Opposes Continuation 
Of Hide Controls 


New York—The board of diréctors 
of the National Shoe Manufacturers 
Association went on record as oppos- 
ing continuation of international hide 
controls at a meeting held here last 
month. It was pointed out that prior 
to the war, the United States imported 
between ten and fifteen per cent of her 
total consumption of cattlehides, where- 
as during recent months all participa- 
tion in world supply has been relin- 
quished by this country and in addition 
we have been contributing approxi- 
mately 200,000 hides per month to for- 
eign consumption. Although this figure 
was reduced to 160,000 per month for 
June, domestic allocations were also re- 
duced from 1,800,000 to 1,500,000 per 
month. The continuation of controls 
means, the board said, that instead of 
importing over ten per cent of our sup- 
plies, as was normal before the war, we 
are now exporting more than ten per 
cent of our domestic take-off. 

Looking forward to a more equitable 
distribution of natural rubber supplies 
for use in shoe cements, W. W. Ste- 
phenson, executive secretary of the as- 
sociation, reported appointment of an 
Industry Advisory Technical Committee 
representing the shoe and shoe cement 
industries. Arrangements have been 
completed for the committee to work 
with the Rubber Bureau of CPA. Mem- 
bers of the committee are G. W. Brit- 
ton, chairman, International Shoe Co.; 
R. Gerald Ashcraft, Endicott-Johnson 
Corp.; Henry Spelman, Dewey & Almy; 
Robert C. Erb, J. F. McElwain Co.; 
Warren Reardon, Daniel Green Shoe 
Co.; Ralph Friedberg, Acme Backing 
Co.; Roland Earl, Union Bay State; and 
John Lake, Civilian Production Admin- 
istration. 


Specialty Shop Installs 
Shoe Department 


Detroit, Mico. — Peter Pan, Inc., 
specialty juvenile shop catering to tots 
to teens age groups, has installed a 
shoe department for the first time in 
their store at 7 Kercheval Avenue in 
the exclusive suburb of Grosse Pointe 
Farms. Their other store in the mid- 
town Fisher Building does not at 
present have a shoe department. 

Buyer for the Grosse Pointe shop is 
Mark Routbard, who recently resigned 
as buyer at Peters’, downtown sports 
specialty shop. 

The new department is arranged on 
the salon style with completely conceal- 
ed stock. Drapes are an important part 
of the store design. 

Complete replacement of the depart- 
ment is scheduled for later this sum- 
mer, however, when the Peter Pan store 
will move to a new location un Kerche- 
val Avenue, where a modern shoe salon 
catering to the exclusive juvenile trade 
will be established. 
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“OUTDOR-EES" 
Flexible California Process 


BLACK SUEDE 


$3.25 


& pair 
2% 10 Days Net 30 
FOB Chicago 







ALL OVER BLACK SUEDE UPPER 


With Suede Covered Platform—Leather 
Sole. Sizes: 4 to 9, (half sizes) M width. 
Packed 36 pairs to case, sizes. 
Minimum Order 18 pairs (half case). 


Immediate Delivery 


WILLIAM COHAN CO. 
First Floor 


Distributors of Casuals—Sport Shees—Slippers 
19-21-23 So. Wells $t., Chicago 6, iil. 

















Anticipates 900 Rooms 
Necessary for Chicago Show 


Cuicaco—George Gayou, manager of 
the National Shoe Fair, which will take 
place here Oct. 27-31, has set up offices 
in room 685 at the Palmer House. Al- 
ready many manufacturers have writ- 
ten in for show room space and it is 
anticipated that participation as well 
as public attendance at this show will 
exceed anything the industry has ever 
known before. Two years ago about 600 
rooms were used to house the show. 
For the coming event Mr. Gayou deems 
that at least 900 will be wanted. 





Boston Store to Move 


Boston, Mass.— The Curtis Shoe 
Store, which for years has been at 45 
Winter Street, will move soon to 131 
Tremont Street, in the heart of Bos- 
ton’s fashionable shopping center. Ex- 
tensive operations, which will make the 
new store one of the most attractive in 
the city, are under way. Enna Jettick 
shoes for women will be featured, as 
in the past. 
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INVITE SALES! 
FOR FALL— 
CARD AT RIGHT 
in RICH AUTUMN 
COLORS 


e" x 14" 
FIVE OTHER TEXTS 
TO CHOOSE FROM 


75¢ 0a. 3 for$|.85 


MATCHING 
PRICE TICKETS 
Make your selection 

from 109 prices 


30¢ doz. $3.00 12 doz. 
CARD HOLDERS 


Natural Wood Finish 


$2.10 ec. 
while they last 


SALES APPEAL 
FOR YOUR WINDOW 


COLORFUL CARDS ADD CHARACTER 





IMMEDIATE 
DELIVERY 

















WRITE TODAY! 


FOR OUR FALL CIRCULAR AND SAMPLE TICKETS 
GET READY FOR FALL COMPETITION! 


MERCHANT'S SERVICE 


Dept. A. Boot and Shoe Recorder 
209 SO. STATE ST., CHICAGO 4, ILL. 












. » » WATERPROOF LEATHER UPPERS 

. » « GOODYEAR WELT CONSTRUCTION 
. . . ALL WEATHER CORD SOLES 

- - - GOODYEAR RUBBER HEELS 


Also available in Brown Elk Upper 
No. 3960 — JUMPER BOOT — $5.65 Pair 
QUANTITIES ARE LIMITED 
PLACE YOUR ORDER NOW!! 


ARNOFF SHOE CO. 


101 DUANE STREET 
NEW YORK 7, WN. Y. 













Empire State Group i Expand Activities 





such scarcities as exist at this time, 
creating a new problem. 

“I want to emphasize that we have 
had some benefits from the OPA,” he 
declared. “While all shoe retailers now 
want more shoes and are figuring on 
ways in which to get them, it must be 
remembered that figures show more 
shoes have been produced than at any 
other time in history. 

“Accordingly, the answer must be 
that we have been selling more shoes.” 
He recalled that one Rochester store 
which ordinarily carried from two to 
three thousand pairs, now has only 
ffom 150 to 200 pairs of shoes in stock.” 


Public Hungry for Shoes 


“There is a hunger for more shoes 
and some of the public is getting 
panicky,” he said. “But we should not 
worry if we are not able to supply all 
who come into our stores asking for 
shoes, It is well to remember that the 
other fellow is in the same predicament. 

Mr. Pidgeon declared that, “whether 
we like it or not, there is a tendency to- 
ward higher prices,” but added that 
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there will always be different levels of 
prices for what different people want to 
pay, although all will go up propor- 
tionately. But, he added, there has 
never been a public demand which was 
not finally supplied and that will hap- 
pen in the shoe business, adding: 

“IT am not afraid of inflation in 
America, but let me caution you not to 
dissipate your money—the money you 
have been making—because the time 
is going to come when you will need it 
to buy shoes.” 

While credit men have been having 
the easiest time of their lives for the 
last three years, he said, the time will 
again come when they will “get hard 
boiled.” Shoe retailers, no matter what 
their disappointments have been, should 
also stay as close as possible to their 
regular sources of supply. 

Henry Merdes, Jr., of Syracuse, 
speaking on “The Last Is First,” point- 
ed out the importance of proper lasts in 
the manufacture of shoes, contending: 

“I believe that a closer alliance be- 
tween shoe retailers, shoe manufactur- 





ers and capable last designers would 
eventually eliminate a large portion of 
the foot ailments now extant. 

“Both retailers, as well as manufac- 
turers, are showing a tendency to con- 
sider lasts first—not last, when they are 
seeking new styles to stimulate new 
business. 

“The last is first—style begins in the 
last, fit begins and ends in the last. If 
either style or fit is lacking in the last, 
no amount of craftsmanship can put 
them in the finished shoe.” 

During an open forum conducted by 
Mr. Pidgeon, it was pointed out that 
the black market in beef is not only 
sending meat to the wrong channels for 
sale, but it is causing the loss of hides 
that would normally go into leather. 


Should Stick to Fundamentals 


A letter from John Slater, chairman 
emeritus of the board of directors, to 
his friend, Jesse Patton, was read. In 
it he urged shoemen to stick to the 
recognized fundamentals of good mer- 
chandising in the sale of footwear 
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“OUTDOR-EES” 
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An Unusually high quality Style Hit! 
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‘ immediate 
Delivery 


eollar 
and toe 








19-21-23 S. Wells St., Chicago 6, Ill. 














SANDALS 


| indi 








Infant's and Children's 


LEATHER SANDALS 


CLOSED BACKS—OPEN BACKS 





Brown—Beige—Red—Wh 
Sixes Hh/8. h/\1, 11,2, 91-80 


18 pr. and 36 pr. lots. At Once De- 
livery. In ordering please mark second 


LAKESIDE SHOE CO. 
1313-17 W. 6th S#., Cleveland 13, O. 

















Advertising Concern 
Expands 

New YorkK— The Frederick-Clinton 
Co., advertising agency at 545 Fifth 


Avenue, has announced a long-planned 
program of expansion with the addi- 





STANLEY GOODMAN 


tion of three new members to its ex- 
ecutive staff and plans board. 

Stanley Goodman, for the past nine 
years sales and advertising manager 
of the Superb Glove Company, has 
joined the agency as merchandising di- 
rector to coordinate all agency func- 
tions with the sales and promotion ob- 





JOHN MITCHELL 


jectives of all clients. Previously con- 
nected in merchandising and manage- 
ment capacities with R. H. Macy & Co., 
and with Bing and Bing, New York 
real estate operators, Mr. Goodman is 
widely known throughout the apparel 
and retail fields. He has done free- 
lance reporting both in this country 
and in Europe. Recently released to 
inactive duty from the Navy, he served 
on the staff of the Service Force and 
the Submarine Force in the Pacific 
theater. 

John Mitchell, formerly account ex- 
ecutive with the Mutual Broadcasting 
System will head a newly formed radio 
department, and will direct all radio 
activities of the agency’s clients. Mr. 








Mitchell has been closely identified with 
the radio industry since his connection 
as Time Buyer with Erwin Wasey & 
Co. He recently was retired to inac- 
tive status from the Navy after 2% 
years of service during which he saw 
action in five combat invasions, 

The third new member of the or. 
ganization will be Miss Adria Aldrich 
who becomes the agency’s publicity di- 
rector. Formerly in the public rela- 
tions department of Best Foods and an 
account exeecutive with Verne Bur. 
nett, Miss Aldrich also has worked in 
the advertising and editorial depart- 
ments of the San Francisco Examiner 
and the Long Beach Sun. 





Boston Group Holds 
Golf Tournament 


Boston, Mass.—Even though the 
morning weather was anything but 
auspicious, 171 members and guests of 
the Boston Boot and Shoe Club gath- 
ered at the Wollaston Golf Club on 
June 13 for the annual tournament held 
by that social organization. Prize win- 
ners were: 

Shoe Manufacturers—first gross, F. 
H. Gleason; second gross, R. B. 
Holmes; third gross, S. M. Patterson; 
fourth gross, B. Stone. First net, I. 
Tarlow; second net, M. Alter; third net, 
D. L. Rubin; fourth net, William Lar- 
kin; fifth net, E. Tarlow; sixth net, 
Albert Doyle; seventh net, J. C. Me- 
Kay; eighth net, Tim Todd. 

Leather Manufacturers—First gross, 
A. Vietze; second gross, F. A. Harding; 
third gross, T. L. Tewksbury; fourth 
gross, Guff Fallon. First net, K. F. 
Norris; second net, G. Kitchen; third 
net, George O’Brien; fourth net, W. C. 
Connolly; fifth net, Sherman Howes; 
sixth net, M. Tarlow; seventh net, M. J. 
Maguire; eighth net, B. Lazarus. 

Allied Trades—First gross, W. How- 
ard; second gross, H. E. Booma; third 
gross, J. J. Dooley; fourth gross, J. B. 
Knowles. First net, Murray Brown; 
second net, J. M. Corcoran; third net, 
J. W. Holmes; fourth net, E. Arsner; 
fifth net, Gordon Scott; sixth net, Har- 
old Thompson; seventh net, Leo Hart; 
eighth net, Ken Jones. 

A special prize—a plastic golf bag— 
was awarded to Roy Maling, shoe 
manufacturer. Heading the committee 
which organized and conducted the 
tournament was F. C. Donovan, Boston 
leather merchant. - 





Tanners Announce Dates 


For Two Meetings 


New York—The Tanners Council of 
America has announced dates for two 
meetings. The Palmer House, Chicago, 
will be the scene of the group’s annual 
meeting, November 22 and 23, 1946. 
Next year’s Spring meeting will be held 
at the Homestead, Hot Springs, Va., 
June 19 and 20, 1947. 


Boot and Shoe Recorder 









Obituaries 
Frank S. Jennings 


CINCINNATI, OHIo — Frank S. Jen- 
nings, 78, well-known in Cincinnati 
shoe circles, died June 13 at his home. 
He leaves his widow, Mrs. Ada Belrose 
Hicks, two sons, Eugene and Frank 
Jennings and a brother, Henry Skiff, 
all of Cincinnati. 





Louis Friedman 


Witkes-Barre, Pa.—Louis Fried- 
man, 57, salesman for the Hun Shoe Co. 
of Philadelphia, died, last month, from 
a heart attack suffered in his rooms at 
Hotel Sterling. Funeral services were 
held in Philadelphia and burial was in 
Roosevelt cemetery here. 









Michael J. Miller 


WicHITA, KANs.—Michael John Mil- 
ler, 35, a shoe salesman, died suddenly 
last month in Kansas City, Mo., where 
he had gone on a business trip. 

He was born at Petrolia, Kans., and 
was a member of the Catholic church.. 

Surviving are his widow, Mrs. Ruth 
Miller; his parents, Mr. and Mrs. H. 
M. Miller; and two sisters, all of 
Wichita. 






Morris Hirsch 


New Yorxk—Morris Hirsch, head of 
the Hirsch Shoe Company, died June 
16, in Doctors Hospital after a brief 
illness. The Hirsch Shoe Company op- 
erates the Franklin Shoe Stores, a 
chain of fifteen stores in Brooklyn and 
Queens. 

Mr. Hirsch maintained an office at 
118 Duane Street and resided in Brook- 
lyn. He leaves a widow, Mrs. Lillian 
Hirsch; four sisters, Mrs. Rose Mieble, 
Mrs. Bella Colen, Mrs. Lillian Roth and 
Mrs. Kate Reimer; and two brothers, 
Joseph and Louis Hirsch. 




















Norris Kirkpatrick 

PLyMouTH, OHnI0—Norris Kirkpat- 
rick, veteran shoe retailer and founder 
of the Pymouth Foot Appliance and 
Remedies Company, died recently at 
Willard Municipal Hospital here. Born 
in this city, he was 73 years of age. 

Two sons, Daniel and Allen Kirkpat- 
rick, will carry on the business. Two 
brothers, John Kirkpatrick, of Shelby, 
Ohio, and Clarence Kirkpatrick, of 
California, also survive. 


















Claude H. Daniels 


Stamrorp, Conn.—Claude H. Dan- 
iels, well known in the shoe trade as 
the originator of the allover perforated 
shoe and various specialties, including 
an arch-supporting composition, died 
June 18 at Greenwich, Conn. He leaves 
his widow, Clara Flowers Daniels; a 
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No. 119 — $.60 per pr. 


No. 668 — $.65 per pr. 


AGENTS IN 


BOSTON 
DETROIT 
CHICAGO 

ST. LOUIS 
PITTSBURGH 
CINCINNATI 
LOS ANGELES 
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hy DANIELS 















No. 111S — $.45 per pr. 
Hand painted in brilliant oil colors. 














No. 115L — $.40 per pr. 


Above styles in all colors of genuine 
leather, suede, and patent. Orna- 
mented with gold or silver nailheads. 
Multi-colored at additional $.10 per 
pair. Terms — 2% — ten days. 
Increase your unit sales, now, with these 
excellent sales promoters. Immediate 
delivery guaranteed. 





DANIELS MANUFACTURING COMPANY, INC. 
5403 18th AVE., BROOKLYN 4, N. Y. 





son, Dr. Charles F. Daniels, and two 
daughters, Mrs. M. Waller Belcher, Jr., 
and Mrs. Norman Goodman. Funeral 
services were held at the Methodist 
Church at Zebulon, N. C., on Saturday, 
June 15, and burial was in the ceme- 
tery there. 





Edward B. Teuninck 


FARMINGTON, N. H.— Edward B. 
Teuninck, 72, a shoe manufacturer here 
for a number of years, specializing in 
footwear for cripples, is dead. He was 
born in Bruges, Belgium, and had re- 


sided in Farmington for the past 36 
years. 

He is survived by a sister, Miss 
Helen Teuninck of Bruges, Belgium, 
and a brother, Julian Teuninck of Brus- 


sels, Belgium. 


Arthur W. Robinson 


Derrorr, Micn.—Arthur W. Robin- 
son, 71, died recently at Brighton, Mich. 
For 26 years he was a shoe wholesaler 
and worked for the R. H. Lane Co., 
Toledo, Ohio, until his retirement 15 
years ago. Burial was in White Chapel 
Cemetery, Detroit. 
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CHILD'S SLIPPERS 





BUY AMERICAN 
CHILDREN’S ALL LEATHER SLIPPERS 
Leather U lexible Hard Leather Seles 

Plaid Linings—At Once Delivery 
Full Sizes 6 to 3 Style 465 
Brown or Blue—Net 10 Days 











WORK SHOES 








Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massachusetts 








ALL LEATHER 
“HUNTER SIX" 


WORK SHOES 


The 
PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 
Honest-made since 1899 














Buy Savings Bonds 














“Mellow-Tone Meerschaum” Multiplies Sale 


Les Angeles, Calif.—One of the biggest promotions of its kind ever staged by 
the Western division of the Foreman & Clark stores featured men's casual shoes. 
intended for just one week, consumer response forced the program into a second 


week. Only one shoe was featured, a 


“mellow-tone meerschaum™ Puritan calf 


loafer made by Conrad. A stock of a thousand pairs had been accumulated for 


the event and a sell out resalted. Many 


men bought other shoes at the same 


sitting. All eight stores from Kansas City West participated according to shoe 


merchandiser, Stanley R. Smythe. 





Joseph Shops to Expand 
And Modernize 


EvANSTON, ILtL.—The two Evanston 
shops of Joseph Salon Shoes are to be 
combined so as to provide three times 
the space they now occupy plus addi- 
tional service innovations, according to 
Irving N. Joseph. 

The stores at 1626 Sherman Avenue 
and 1629 Orrington Avenpe will be 
combined in the Cooley Building, 1631 
Orrington. Joseph Salon Shoes will oc- 
cupy first floor space and the entire 
second floor. 

The 544 N. Michigan Avenue, Chi- 
cago, salon will occupy a 55 foot front- 
age on Michigan Avenue, Salon and of- 
fice space will occupy the entire second 
floor over the enlarged shop. The 
South Shore shop, 2350 E. 7ist Street 
and the Oak Park salon, 1113 Lake 
Street, Oak Park, will also be mod- 
ernized. 

One of the innovations of the ex- 
pansion program is stock shelving built 
on rollers so that.entire blocks of sea- 
sonal stock can be moved back in the 
storerooms or forward for easy access. 
The shops will be entirely department- 
ized—casual slippers, accessories, shoes 
being featured individually. Modern 
classic will be the theme, and plastic 
and glass will be used extensively. 
work will begin as soon as commercial 
building restrictions are removed. 


Butler Shoe Issues 
Additional Stock 


ATLANTA, Ga.—Issuance of an addi- 
tional 40,000 shares of preferred stock 
and 575,000 shares of common stock has 
been approved by common stockholders 
of Butler’s Inc., operators of Butler 
Shoe Stores in Atlanta. 

Announcement of the action of stock- 
holders was made by George Heald, 
controller of the corporation, who said 
the new issue was sanctioned at a meet- 
ing held in Atlanta. 


The certificate of incorporation was 
amended providing for the new pre- 
ferred stock issue to pay 4% per cent 
and for the additional common shares 
with a value of $1 each. The cumu- 
lative preferred stock will sell for $25 
a share. 

Stockholders approved a split-up of 
common stock issuing to each share 
holder an additional 1% shares of com- 
mon stock for each share now held. 

An underwriting agreement also was 
authorized through which 30,000 shares 
of the 4% per cent cumulative stock 
and 25,000 shares of common stock will 
be used in part to retire present out- 
standing cumulative preferred stock 
bearing interest at the rate of 6 per 
cent. The remainder of the underwrit- 
ing proceeds will be utilized for other 
co operative purposes. 
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Style 
No. 421 


$7.50 


Terms: Net 10 
a a 


MEN'S CASUAL 


Colers: Solid Brown 
Beige and Brown 

Rubber Sole 

Roller Adjustable Buckle 








See Us At Your Regional Show 













SOFT 





showing, Set 


STEPPERS. 


In demand Everywhere 


Designed to give scientific support and comfort 
to those who stand or walk a great deal. The soft 
sponge rubber bottom is specially shaped to sup- 
port and massage the metatarsal and longitudinal 
arches. Fine quality, flexible calfskin covering. 
Full range of men’s and women’s sizes. 


Write for Coataleg 
Scott's Com- 


cotls 
FOOT 
APPLIANCES 





SOLD EXCLUSIVELY 
THROUGH SHOE STORES 
SHOE DEPARTMENTS 








Wholesalers Apply Old 
Mark-up on Low-end Order 


WASHINGTON, D. C.—The method to 
be used by shoe wholesalers in passing 
on the recent increase in ceiling prices 
of base period low-cost shoes was out- 
lined teday by the Office of Price Ad- 
ministration in an emendment to the 
regulation moditying the maximum 
prices of certain articles covered by the 
General Maximum Price Regulation. 

The amendment, effective June 21, 
1946, tells wholesalers to apply their 
old mark-up to the manufacturers’ price 
as raised by the recent price action. 
Retailers in turn may pass on to con- 
sumers the cost increase, which was 
authorized to increase the supply of 
staple, low-priced shoes. 

This “pass through” provision does 
not apply, however, to the 4% per cent 
increase in the manufacturers’ price of 
all shoes which was made last Decem- 
ber. To effect partial absorption, the 
wholesaler will continue to figure 56 per 
cent of the percentage of increase as 
the amount which he can add to the 
former price. 

The present amendment requires the 
wholesaler to indicate clearly on his in- 
Voice which items are low-priced shoes 
Increased under the recent action, to 
show the percentage amount of the 
earlier increase and to notify retailers 
that any amount of the increase which 
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represents the earlier price action on 
all types of shoes may not be passed on 
to consumers. 





Shoe Industries Advocated 


For Nebraska 


LINCOLN, NEB.—Processing of leather 
and converting of leather through an 
expansion of boot and shoe manufactur- 
ing in Nebraska, was advocated as a 
means of balancing the state’s eco- 
nomic life, by Al Meyers, Jr., of the 
United States Department of Com- 
merce, speaking at the first annual 
state Institute of Small Community 
Life, sponsored by the University of 
Nebraska and held at the campus. 

“The people of Nebraska produce 
raw materials which are sent elsewhere 
to be processed,” Mr. Meyers pointed 
out. “They buy from other people 
manufactured products at high prices. 
It is logical to believe that this present 
system can be changed. 

“When a change is anticipated it is 
necessary to consider the fact that in 
any one town there are few people who 
are prospective employees,” he con- 
tinued, “and most of these have few 
skills. Most of them have farm back- 
ground. It would seem to be the most 
practical thing, then, to establish either 
one large plant or several small plants. 
Nebraska as it is today—and despite 
the fact that. outside industries look 





glamorous—would be much better off to 
start now a program of building of 
home industries.” 

Leather industries were listed by 
Mr. Meyers as one of seven which could 
be best adpated to Nebraska conditions. 
He pointed out that the state has ten 
times as many towns under 1,000 popu- 
lation as it does over 1,000, and 80 per 
cent of the people are farmers or rural 
non-farmers. Fourteen counties have 
no manufacturing plants and 25 have 
no more than two. 

“Establishment of a state-wide pro- 
gram of small industries would provide 
home opportunities for the young peo- 
ple who cannot find opportunities on 
farms,” he declared. 

One Nebraska town (Columbus) al- 
ready has worked up a sizeable indus- 
try, manufacturing wooden shoes and 
wooden soles, while Omaha has several 
boot and shoe manufacturers. 





Roman Sandals in Montana 


BILLinGcs, Mont.—Roman sandals are 
popular for sports wear here. Red and 
beige share honors for favorite colors 
with white a third choice. Loafers in 
elk brown and beige are still exceed- 
ingly popular with the teen-age groups. 
In men’s shoes, brown and white wing 
tip sport shoes in brown calf and white 
buck have ushered in the summer sea- 
son in a big way. 
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SHOE ORNAMENTS 











mart 
BOWS 


# 2603 





#2603 Suede only — .75¢ 
#2593 Suede or 
patent plastic — .75c¢ 
Dozen pair only—send for latest catalog or 
samples of our = re leather, nail head 
trimmed ornaments 


WAVERSHOE TRIMMING ‘co. 
1307 Washington Ave. 
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CHILDREN’S 
Barefoot Sandals 
Goodyear Stitched Construction 








Tan, rubber sole 
I FU aig cont eek os $1.50 
EE) ee eer $1.50 


New York Footwear Co. 
10 West 32nd Street, NEW YORK 1, N. Y. 




















New Company Operates Shoe Departments 








A modern, clean-lined shoe scion in the Vogel Department Store, Long Branch, N. J, 
The department is being run by J & H Shoes, Inc., a new company formed fe 
operate shoe departments. Julius Pasternack and Henry Bernstein will masage 
the concern which pions to feature smartly styled shoes in the popular price field, 


Lone Branca, N. J.—J. & H. Shoes, 
@ new company formed to operate shoe 
departments, has announced the leasing 
of the shoe department in Vogel’s De- 
partment Store here. The store was 
opened last November, in a modern, 
four-story building, with plans for com- 
plete department store lines. The shoe 
department, located on the main floor, 
is especially designed along modern 
trends with concealed stocks. 

Julius Pasternak, president of J. & H. 
Shoes, Inc., recently resigned his posi- 
tion with Rosenbaum Brothers depart- 
ment store of Plainfield, N. J., where 
he was shoe buyer for the past ten 
years. Prior connections include the 
Miles Shoe chain and A. S. Kreider 
Shoe Mfg. Co. 

Sharing with Mr. Pasternak in the 


active management of the new firm is 
Henry Bernstein, well known operator 
of the Vogue Shoe Shop of Plainfield, 
N. J. 

Mr. Bernstein 
company. 

According to Mr. Pasternak, the 
Vogel Department store unit will fea- 
ture shoe brands of finest repute in the 
popular price field for men, women and 
children, including house slippers. A 
similar merchandising policy will be 
adapted to other units which may be 
opened in the future. “It is our inten- 
tion to bring to Long Branch smart 
shoe styling that is typical of the big 
metropolitan cities with a watchful eye 
on conservative good-taste that avoids 
theatrical showiness,” said Mr. Paster- 
nak. 


is treasurer of the 





To Hold Open House 
With Tournament 


Los ANGELES, CAL.—In conjunction 
with the all day golf tournament to be 
held in this city on July 12 by the mem- 
bers of the West Coast Shoe Travelers 
Associates and their retailer guests, it 
has been decided to hold open house in 
the local sample rooms, particularly in 
the Haas building, on both July 11 and 
18. All shoe sample rooms will be 
closed on the day of the golf tourna- 
ment. 

Howard Glass, chairman of the Haas 
building committee, reports associates 
having rooms in the Haas building will 
share their rooms during the open 
house with those members who do not 
have permanent sample rooms. 

Carl Winneguth has been designated 
as co-chairman of the sports committee 
to assist Jack Rogers in handling the 
golf tournament. Adequate transporta- 
tion for visiting buyers on the day of 


the tournament has been promised by 
Jack Mays, head of the transportation 
committee. A special program to en- 
tertain the ladies during this three-day 
gathering of the shoe fraternity is be- 
ing worked out by Ruth Hamilton and 
Martha Weisler and the entertainment 
committee. 





Veteran a Partner 


In Shoe Store 


GRAND ISLAND, Nes.—Francis Me- 
Laughlin, a veteran of four years’ ser- 
vice with the armed forces, has pur- 
chased a partnership in the Grand 
Island Kernan Shoe store, with Mr. and 
Mrs. W. H. Olp. Mr. McLaughlin was 
recently discharged as a Captain from 
the Army Air Corps. He was last sta- 
tioned overseas at Guam. Prior to en- 
tering the service, he was assistant 
manager and buyer for the Kernan 
Shoe Companies of Hastings, Neb., and 
North Platte, Neb. 
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new catalog 
e 150 BEAUTIFUL DESIGNS 
e775 “HOW TO USE” SUCG- 
GESTIONS 





Illustrated is the 
aes we No. G-504. Size: 


Just one in a large series of fine de- 
signs to lend « cool, —- atmos- 


phere for the pr 
merchandise. 


W. L. STENSGAARD 
AND ASSOCIATES, INC. 
358 N. JUSTINE STREET 
CHICAGO 7, ILLINOIS 


WRITE FOR 
YOUR COPY 
TODAY 


Free 


“Caribbean” Comura 
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GERDA senond 


Another Momber Of A Lively Family 






Your customers will ap 


preciate 
comfort and good looks of these all leather sandals. 
See Us at Your Regional Show. 


42 GERDA 

















Terms: Net 10 Days F.O.B. N. Y. 
Minimum Order 18. pairs 
the casual 


COMPANY 


OVANE STREET - NEW VORK 18, 4%% 








Set Dates for Middle Atlantic Showing 











PHILADELPHIA, Pa.—An_ executive 
committee meeting of the Middle Atlan- 
tie Shoe Retailers’ Association met at 
a luncheon meeting on June 24 at the 
Benjamin Franklin Hotel. Thsi was a 
joint meeting with the special commit- 
tee appointed to make recommendations 
regarding the selection of the conven- 
tion city and the hotel headquarters for 
the 1947 M.A.S.R.A. shoe mart. Mem- 
bers of the association and the trade 
were encouraged when invitations to 
house the annual show were presented 
for consideration by two Atlantic City 
hotels as well as two from Philadel- 
phia. 

A resolution was presented and 
unanimously approved naming the Ben- 
jamin Franklin Hotel in Philadelphia 
as the home of the 1947 convention and 
shoe mart. Dates were set for January 
19, 20, and 21; at this time the 
M.A.S.R.A. will convene for the 33rd 
time. 

Exhibitors will be requested to check 
in at the hotel on Saturday, January 
18, so that confusion will be avoided on 
the opening day. It was decided to hold 
the usual noon-day business luncheon 
on Monday, January 20. Of special in- 
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33rd Annual Convention and Shoe Mart Scheduled for Benjamin 
Franklin Hotel, January 19, 20, 21, 1947. 
Interesting Program Planned 


terest to buyers attending, as well as to 
exhibitors will be a shoe quiz. This will 
afford members of the trade the oppor- 
tunity to present any “$64” questions 
which might be troubling them. It was 
proposed to have at the speakers’ table, 
prominent men representing the differ- 
ent branches of the industry such as 
tanners, manufacturers, wholesalers, 
travelers, retailers or accessory branch- 
es. These men will be prepared to an- 
swer any question relative to their end 
of the business, 

M.A.S.R.A. exhibitors who were rep- 
resented at the 1946 show will have 
from September ist to the 16th to make 
first reservations and room selections. 
They may express preference for a 
room occupied at the 1943 show which 
was the last show held at the Benjamin 
Franklin Hote!. M.A.S.R.A. exhibitors 
who displayed at the 1945 and previous 
shows, will have from September 16th 
to October Ist to make their reserva- 
tions. November Ist is the date set to 
mail application blanks to newcomers 
for display space. 

All applicaions for display space will 
clear through the M.A.S.R.A. office and 
are subject to approval by the show 


management committee. Rooms will be 
assigned exhibitors in order of receipt 
of signed applications, together with 
one-half of the co-operators’ fee. Only 
one of the large rooms on the fourth 
floor may be assigned to a firm. 

No M.A.S.R.A. bulletins will be pub- 
lished during the vacation months of 
July and August. 

Committee members present at this 
meeting were: Franklin Zusi, presi- 
dent; Cal J. Mensch, secretary; John 
Storch, I. C. Smashey, Reuben Gordon, 
Frank Oberfield, Sidney Horowitz, Paul 
Lippincott, Jerome Lutzky, Morris 
Freedman; Clarence Heyde, and Miss 
S. B. Pomerans, both of Boot aNp SHOE 
RECORDER. 


May Shoe Production 
An All-Time Record 


New Yorx.—Figures compiled by the 
Tanners Council of America point to 
a shoe production of 50,350,000 pairs 
for the month of May, which added to 
April production and the Council’s pre- 
liminary estimate for June, would give 
a second quarter production at the rate 
of 600,000,000 pairs per year. The May 
production figure represents a new high 
for the industry in any one month. 

Shoe production for the first quarter 
of 1946 was at the rate of 560,000,000 
pairs, as compared with 498,381,000 in 
1941, the record year for all time. 
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CASUALS 


FINE GRADE 
GIRLS’ BROWN COWHIDE CASUAL | 


Genuine 
No-mark x 


immediate Delivery 


$3.25 


Sizes 4-9 
Packed (8 pra. 
os cate 
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Write for folder 
Stadium Boots and Slippers 


CONJOR SHOE CO. 
287 Broadway New York 17, N. Y 
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OUTDOOR BALLETS 
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“OUTDOR-EES" 


Flexible California Process 
Black Gabardine Ballet 














No. 1552 






Dinner Honors Retiring 
President and Welcomes New 


New York.—Over 100 members of 
the shoe and allied industries gathered 
in the Sert Room of the Waldorf- 
Astoria, last month, for a testimonial 








PHILIP SOBEL 


dinner in honor of Philip Sobel, retir- 
ing president of the National Slipper & 
Play Shoe Manufacturers Association. 
One of the association’s organizers, Mr. 
Sobel became the group’s first president 
in 1988 and retained the office until this 
time. 

Among the speakers, introduced by 
Michael Schlansky, in charge of the af- 
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Outside Wedge for Outdoor 
Wear 


SIZES: 4 to 9 (half sizes), M width—invis- 
ible oy to insure perfect fit. 
Packed 36 ts to case, assorted sizes. | 
Minimum Order: is pairs. 


Augwst Delivery 
WILLIAM COHAN CO. 
Third Floor 
Distributors of Casuals—Sport Shoes— 
Slippers 
19-21-23 S$. Wells S$#., Chicago 6, il. 











SHOE STORE SUPPLIES 











Give us a trial by placing your order 


with our com . Prompt 

es suse vaeee ITTEMORE 
PASTES. PI MILLER, ANDERSON SHOE 
Leather Company 


The Paterson 
374-376 Main $#. Paterson 1, NM. J. 

















HAROLD GESSNER 


fair, were Harold Gessner, of La Mar- 
quise Footwear, Inc., who succeeds Mr. 
Sobel as president; David Cohen, head 
of the Shoe Manufacturers Board of 
Trade; Israel Hoffenberg, head of the 
Stitchdown Shoe Manufacturers Asso- 
ciation of N. Y.; Benjamin Schwartz, 
head of the Guild of Better Shoe Manu- 
facturers; and I. Rosenberg, represent- 
ing the Boot and Shoe Workers of 
America, CIO. 

Myron Cohen, well known raconteur, 
was master of ceremonies during the 
evening’s entertainment, highlighted by 
Mr. Schlansky’s presentation of a 
twelve-service set of sterling silverware 
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Littleway Lockstiteh 







io. leather Genuine hub me 
Rubber 
heels. 24 pr. cases of « color. me. 


TheMAY COMPANY of Aa Lug 
200 CHURCH ST. _ _NEW YORK 13, N.Y. 


WOMEN'S SLIPPERS 


| Sede’ FELT SLIPPERS 


RED, ROYAL BLUE, 
LIGHT BLUE, WINE 
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HARD 
LEATHER 
SOLES 

18 or 36 pr. cases of a color 








200 CHURCH ST. NEW YORK 13, N. Y. 

















to Mr. Sobel and flowers to Mrs. Sobel. 
The association’s new officers are: Mr. 
Gessner, president; Mr. Schlansky, 
Cornelia Footwear, vice-president; Fred 
Diamond, Desco Shoe Company, vice- 
president; William Wrubel, Bellcraft, 
treasurer; and Harry Pellinger, Para- 
mount Slipper Company, secretary. 


Agency Elects Officers 


New York.—Hanly, Hicks & Mont- 
gomery, Inc., New York advertising 
agency, announce the election of two 
new officers; Samuel Roberts, vice-pres- 
ident in charge of art and member of 
the plans board; and Harold O. Nadler, 
vice-president and account supervisor. 

Mr. Roberts has been the principal 
art director of the agency for a num- 
ber of years. 

Mr. Nadler is widely known in the 
advertising and merchandising of prod- 
ucts sold through department stores. 
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PLAID SHOE LACES 








PLAID SHOE LACES 


In Stock for Immediate Delivery 
Write for Color Card TODAY 


LYONS & COMPANY 
120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 years 














WOMEN'S CASUALS 
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All White, Brown and White. Brown 
non-marking rubber soles. 





In Stock 
$1.20 


Net 10 days 
F.0.8. N. Y. 





Neo. 1400 
See Us At The Cleveland Show! 
Sizes: 5 to 9. 36 pr. of color to case 
POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 
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CHILDREN'S SANDALS 


A GREAT OFFER! 
Children's Heavy Cowhide Sandals 
Long-Wearing Oak 
Leather Soles. Outside 
Noiled Rubber Heels 

















At Once 
Delivery 
$] .09 
Net 10 do 
F.0.8. N. Y. No. 1436 
Sizes: 5-8 They) 
izes: - - 
Sogn teat Goa af eplir  aaes. 
Also Women's Red SHOE Sizes 4-9 
POLONER SHOE CO. 
156 Duane Street New York 13, N. Y. 
Buys Kansas Store 
MANHATTAN, KaNs.—Forrest W. 


Farrell has purchased the Champion 
Shoe Shop, here, from Fred W. Lynch, 
who has operated a repair shop in Man- 
hattan for the past 17 years... The pur- 
chase did not include the building. 

Mr. Farrell was recently released 
from service in the Army after six 
months in the Pacific theater. His wife 
will assist him in the shop. 
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Announce Ceiling Prices 
On Surplus Footwear 


WasHIncTon, D, C.—Maximum prices 
for men’s worn but rebuilt boots and 
shoes declared surplus by the armed 
forces and offered for sale through re- 
gional offices of War Assets Adminis- 
tration have been announced by the 
Office of Price Administration. 

The boots are combat style, 10% 
inches high, with full length compo- 
sition sole and rubber heel. The shoes 
are prisoner of war type, of welt con- 
struction with full toe. 

Effective June 12, 1946, the ceiling 
prices are: 

Booits—$3.25 for all sales to consum- 
ers; $1.55 on sales to wholesalers; and 
$1.95 on sales to retailers (f.o.b. ship- 
ping point). 

Shoes—$3.75 for all sales to con- 
sumers; $1.80 for all sales to whole- 
salers; and $2.25 on sales to retailers 
(f.o.b. shipping point). 

Each pair sold to consumers must be 
tagged with the retail ceiling price. 





Wholesalers Launch “Buy 
New York” Campaign 


New Yorxk—The New York Shoe 
Wholesalers Association is continuing 
with plans to promote the New York 
market, according to Sidney Thalheim, 
president of the group. A five man 
committee headed by Joseph Salowitz, 
Promenade Shoe Company, has em- 
barked upon a three point program. 
The association is planning a show at 
the New Yorker Hotel in October, an 
advertising campaign in the trade 
press, and a brochure listing New York 
distributors. 

“We have everything here to meet 
the needs of buyers,” Mr. Salowitz said. 
“We want to convince buyers they need 
look no further to find what they want.” 

Other members of the committee are 
Morris Silverstein, Mutual Shoe Co.; 
Al Baris, Baris Shoe Co.; M. J. Sachs, 
M. J. Sachs Shoe Co.; and Jack Weiss, 
Ace Mercantile Co. 





Building Remodeled 
For Store Move 


SEATTLE, WasH.—Following exten- 
sive remodeling and beautification, 
Roblee’s shoe store has opened at 1404 
Third Avenue in the mid-downtown 
locality. The new Roblee store, stocked 
to the walls with complete lines of 
smart Summer styles in men’s shoes, 
young men’s and boys’ lasts and fash- 
ions, makes use of the rhythmic slogan, 
“Take a Look-see at Roblee.” Evye-fill- 
ing window displays are featured on 
Third Avenue in the space which was 
formerly occupied by’ the Saad Shoe 
Shop which has moved to the basement 
of Rhodes Department Store on the 
First. Avenue side. 
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BUILD UP YOUR KIDDY BUSINESS 
Give-aways for Boys & Girls — Immediate Delivery 
New Comic Books—Ilé e 

titles only 2¥a¢ ee. 


15 Marbles in a bag— 
assorted colors only 3¢ per beg 
Order Now—Today! Only limited quantity om hand 
NATIONAL SALES CO. 
2805 E. 79th St. Chicago 49, lilinois 
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Genuine All Leather 


MEXICAN ... 
HUARACHES 


$9 -35 


All Leather Uppers 
Split Leather 
lanersoles 












Regular 
$1.75 
Quality 
Women's 36 Pair Cases 
3 te 8 or 4 to 9 Sizes 
Minimum Order One Case 
Misses 54 Pair Cases 
Sizes 9 to 3 
Minimum Order One Case 


Net 10 days 
HARPER-KIRSCHTEN 


SHOE CO. 
323 W. Monroe St. 
Chicego 6, lil. 


F.o.b. Chicago 
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FOOT SOCKS 








“LYCO” seamless sole, elastic top, shug 

fitting heel, one shade 

“Celanese” Rayon ..... $2.75 per dozen pair 
ity Cottom ....... i180“ . = 
ed in 6 dozen attractive Display Counter 

Basel or in dozen boxes...sizes 84% to 11. 


LYONS & COMPANY 


120 Duane St.. New York 7, N. Y. 
Shoe Store Supplies for 44 Years 
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GIRLS' SHOES 








GIRLS' SHOES 


GIRLS’ LEISURE SHOES 
Smooth Leather Uppers © Durable Non-Marking 
Brown Rubber Soles 
immediats 
Delivery 
$2.35 
F.O.B. N.Y. 


Net 10 Days 


BROWN—Sizes: 4 to ? 
Packed 34 prs. to a case 


See Us at the Cleveland Show! 


POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 


SANDALS 














PLAY SANDAL 





8-481 
B-487 
8-490 
8-491 65 
8-493 
8-495 Women's 65 
B-497 Women's Beige 45 pr. 
8-498 Women's Brown & Beige........ 1.65 pr. 
8-499 Women's Mulfi ..............+.. $1.65 pr. 
FUcL LEATHER SOLES" TOES TO HEELS 
Misses’ Sizes 12% te 3 
Women's 4t°8 





























Dates to Remember 


Shoe Show, Tri-State Shoe Travelers’ As- * 
sociation, Hotel Statier, Buffalo, New __ 
York. ee we 


Gelf Tournament, West Coast Shoe 
Travelers Associates, Los Angeles, 
Cal. July 11, 


2 


. Ohio Shoe Travelers Club, 
, Cleveland, O. 
July 14, 15, 


Monthly Shoe Show, Shoe Travelers’ As- 
sociation of Chicage, Morrison Hotel, 
Chicago, lil. July 29, 30, 


Shoe 
Hotel 


Golf Tournament, Boot & Shoe Travelers 
Association of N. Y., North Hills Coun- 
try Club, Douglaston, L.1. August |, 


Fall Show, Associated Shoe Travelers, 
Hotel Plankington, Milwaukee, Wis. 
August 18, 19, 20, 


Spring Opening, Notional Shoe Manu- 
facturers' Shows, Hotel New Yorker, 
New York, N. Y. September 29, 30, 

October |, 2, 3 


Northwestern National Shoe Travelers’ 
Association, St. Paul Hotel, St. Paul, 
Minn. October 27, 28, 29, 30, 


National Shoe Fair, Palmer House and 
Morrison Hotel, Chicago, Ill. 
October 27, 28, 29, 30, 31, 


Northwestern National Shoe Travelers’ 
Association, St. Paul Hotel, St. Paul, 
Minn. November 2, 3, 4, 5, 


Showing, Pennsylvania Shoe 
ee ae Association, William Penn 

Hotel, Pittsburgh, Po. 
November 9, 10, 11, 12, 


Shoe Show, lowa National Shoe Travelers’ 
Association, Fort Des Moines Hotel, 


Des Moines, lowe. 
November 11, 12, 13, 


Shoe Show, Southwestern Shoe Travelers’ 
Southland 


Association, 4 
Baker Hotels, Texas. 
November 11, 12, 13, 14, 


Spring Shoe Fair, Indiana Shoe Trav- 
elers' Association, Murat Temple, 
Indianapolis, Ind. November 17, 18, 


Annual Meeting, Tanners Council of 


America, Palmer House, Chicago, Ill. 
November 22, 23, 


33rd Annual Convention, Middle Atian- 
tic Shoe Retailers Association, Ben- 
jamin Franklin Hotel, Philadelphia, 
Pa. January 19, 20, 21, 


Leather Show, Tanners Council of Amer- 
jea, Hotel Commodore, New York, 


N. Y. March 11, 12, 1947 


National Shoe Fair, Hotels New Yorker, 
Commodore, Biltmore, New 
April 27 to May |, 1947 


McAlpin, 
York, N. Y. 








_ Named Montgomery Ward 





Buyer 

New Yorx.—F. C, Schneider, Jr., has 
been appointed buyer in charge of the 
men’s dress shoe department, for both 
mail order and retail operations of 
Montgomery Ward. He replaces Clar. 
ence Nowak who resigned last month 
to join the Associated Merchandising 
Corp. 

From October, 1942, Mr. Schneider 
was Contracting Officer for leather 
footwear for the army, located at the 
Boston Quartermaster Depot. In Octo. 
ber, 1944, he served in Washington as 
Chief of the Footwear Section, in the 
Office of the Quartermaster General of 
the United States Army, and remained 
there until separated from the service 
in January, 1946. 

Mr. Schneider was associated with 
Montgomery Ward prior to entering the 
army in June, 1941, 





Hails OPA Low-End 
Shoe Order 


Boston, Mass.—“‘The low-end shoe 
pricing order, 80 162, just issued by the 
Office of Price Administration will 
prove of material assistance to a sub- 
stantial number of shoe manufacturers 
in continuing their production of 
March 1942 types of footwear,” atcord- 
ing to Maxwell Field, executive vice- 
president of the New England Shoe 
and Leather Association. “It should be 
noted that this order does not grant a 
10-15 per cent increase to all manufac- 
turers whose shoes retail under $5.50, 
as many companies cannot qualify 
under the restrictions of this order 
which only permit the increases to be 
added to March, 1942 2(a) prices,” Mr. 
Field pointed out. 

“Wholesalers and retailers will also 
benefit through increased pairage of 
pre-war leather footwear, as these 
items again become profitable to manu- 
facture, because there is no absorption 
required on these increases. 

“However, it is obvious that shoe 
manufacturers cannot absorb any fur- 
ther cost increases, such as the increase 
on leather prices and the latest increase 
of 10.5 per cent on rubber soles and 
heels, and their prices must be adjusted 
immediately to compensate for these in- 
creases if shoe production and ship- 
ments are to continue uninterrupted,” 
Mr. Field warned. 





Veterans Open Store 


Newport, N. H.—Two veterans, J. F. 
Ferriter and Kermit E. Baker, have 
purchased and taken occupancy of 
Winter Brothers Shoe Store here and 
plan to operate under the name of the 
Newport Shoe Store. 

Before the war both men were em- 
ployed by Dunham Brothers Company, 
distributors of Ball-Band footwear. 


Boot and Shoe Recordet 
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ANDALS 
UNLINED ELK SANDAL 


Brown Sport Rubber 
Sole and Hee! 









At Once 
Delivery 


$1.60 


Net 10 oan 


F.0.B. N.Y. 1430 






Colors: White, Brown, Red 
Sizes: 5-8, 82-12, 12//e-2 





36 prs. to a run of color to case 
Look for us at the Clevelaed Show! 


POLONER SHOE CO. 


156 Duane Street, New York 13, N. Y. 





DRAW STRING WEDBGIES 





~~ 
SLIPPER-LIKE COMFORT 
Quality Shoe ion 


Constructi 
Brown Rubber Soles 


$9.20 


Men's Sizes 
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Style No. 817777 








Hecht Company Marks 
50th Year 


WASHINGTON, D. C.—The Hecht 
Company is celebrating its fiftieth year 
in the nation’s capital. The firm first 
opened its doors to the public in 1896, 
and sales volume for that year totaled 
$84,400. Sales reports over the ensuing 
years showed a steady increase and in 
1945, total sales were over 27 million 
dollars. 

Basing advertising on the slogan, 
“America’s No. One Brand Store,” the 
Hecht Company marked its golden an- 
niversary with four page ads in Eastern 
hewspapers. Two pages were devoted 
to names of manufacturers whose mer- 
chandise has played an important part 
in the company’s progress. Over fifty 
shoe manufacturers, making men’s, 
women’s and children’s footwear, were 
named. 





Remodel Florsheim Store 


SAN BERNARDINO, CaLIFr.—The brick 
store building of the Florsheim Shoe 
Store, at 839 “E” Street, here, is being 
remodeled at a cost of $10,000. 


duly |, 1946 


plamed Manager 
Of Store Group 


HAMILTON, OHIO — Announcement is 
made of the appointment of James D. 
Fisher as general manager of the Tash 
Shoe Store group, with headquarters in 





JAMES D. FISHER 


Hamilton, Ohio, where the general 
offices and warehouses and shipping de- 
partments are located. 

Mr. Fisher began his career as a 
shoe man when the Tash Shoe Com- 
pany opened its first store in Hamilton, 
Ohio, on Aug. 1, 1939, and continued 
there until he entered the armed 
forces. He recently resumed his con- 
nection with the company after his dis- 
charge with the rank of Captain. He 
served as adjutant of The Searsport 
Cargo Port of Embarkation, Searsport, 
Maine. 


The head of Tash Shoe Company, | 
Harris Tash, who started his group of | 


stores in 1939, gained his first experi- 
ence in Selma, Ala., spent seven years 
with the Wohl Shoe Co. in St. Louis, 
Mo., and opened his first store in 
Hamilton Ohio. He now operates a 
group of stores in several states. 
Mr. Tash claims to have been among 
the first shoe merchants to utilize ad- 
vertising in national magazines to 
reach women, misses and girls in towns 
from 65,000 down, in which most of his 
group of stores are located. He plans 
to increase the number of stores only 
as appropriate locations are secured in 
established centers of activity. 





Nailhead Trim Still 


Popular in West 

Bit1inecs, Mont.—Multi-colored nail- 
head trims are equally popular on 
white, pastel blue and royal purple 
linen sandals at present. Both open 
toes and sides are preferred with mod- 
erately high heels. White kid specta- 
tors in brown alligator trim are still 
popular summer sellers and white bal- 
let casuals are greatly in demand for 
all occasions. 
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WE SELL “Wi 
| UALITY SHOES 


Quality Shoes Since 1932 
From the Nation's 


leading Manufacturers 
M. K. WEIL SHOE CO. 
While in Town See Weil 
1215 Washington Ave. 
St. Lovis 3, Mo. 


BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO., Inc. 
Worth 2-5180-1 
79-81 Reade S$t., New York 7, H. Y. 
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OUTDOR-EES 
=» Flexible California Process 


— 


>» GABARDINES 


ESPADRILLE 


@ new version of the 
Outdoor Ballet. Black 


SIZES: 


dhe} Gor sizes) 
M width. Packed 






only. 





Shoes—Slippers 
19-21-23 S. Wells St., Chicago 6, Ili. 
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X-RAY SHOE FITTERS 


M. B. ADRIAN & SONS 


Present 


r—SPECIAL™ 


Featuring Three 
The New Machines 
Selektor! 











— —, 


“THE FINEST IN X-RAY 
SHOE FITTING EQUIPMENT" 
Write for Literature! 


M. M. 8. ADRIAN & SONS X-RAY CO. 
2507 S. Howell Ave. 


FOOT BATHS 


Milwaukee 7, Wisc. 





Sell Your Customers 


FOOT RELIEF 
OR MONEY BACK 


It is a proven fact 
Medicated Foot 
Baths bring foot 
relief to nearly 
Cost 


doz.; Retail $1.00 
box. 





Cuaranteed to You 


R. E. BROWN Gieadele 5. Cai. 











MOCCASINS 





MOCCASINS 


for Immediate Delivery 
BROWN STROLLER GRAIN SPLIT 


KRISCHER-KLINE SHOES 
34 NO. 47H ST. PHILA. 6, PA. 
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Review of Retail Trade 


[CONTINUED FROM PAGE 66] 


EXTREMES IN HEELS 
NOTED IN TWIN CITIES 


St. Paul 


Hicu and low heels continue popular 
with about equal accent on both. Play 
and leisure shoes tend to be low- 
heeled; often heelless. Dress shoes 
swing to the extreme in high heels. 

Kidskin is becoming more impor- 
tent. Because of scarcity of heavier 
leathers, reptiles, gabardines, cottons 
and rayons, plastic. patents are all 
accepted well and their smart styling 
and comfort features are stressed by 
the stores. 

Husch Bros. has been giving heavy 
emphasis to casual and play shoes. 
White, red or brown wedgies, with 
bright trim to go with bright peasant 
play clothes have been good. White 
linen wedgies for both Summer dresses 
end play clothes have sold well. 
Color-splashed sandals and embroi- 
dered vamp gabardines with low heels 
held interest. ,A group of casuals, 
some in white, others in red, and in 
red, brown or white, both sandal and 
ties, were presented for a tie-in with 
a group of Mardi-Gras prints in a 
new sportswear section. For dress, 
extremely high heels, done in a neu- 
tral alligator lizard, with matching 
bag, were favorites. 

The Emporium Shoe salon featured 
white sandals for Summer wear. An 
airily perforated vamp, with sling 
back was a favorite. Another white 
sling back, with dot cutouts for cool- 
ness was presented for wear with all 
Summer costumes, even formals. 

Spectator pumps in black and brown, 
and sling pumps in black patent were 
liked for all-around wear. This store 
also showed kid in navy blue and 
black. Gabardine sandals in navy 
blue were offered in the downstairs 
store. 

In addition to an all-white promo- 
tion, Schuneman’s, Inc., featured sad- 
dles for the young crowd in brown and 


white for completion of all Summer. 


casual garments. 

Newman’s showed white calf san- 
dals with wrap-around straps and 
bareback pumps. Blue calfskin pumps 
with portholes across the vamp went 
over well, Color is good. Play shoes 
in bright South American colors were 
liked. Combination shoe and bag sets 
are finding favor. They were offered 
in plastic bags and patent leather 
pumps and sandals with stitched dec- 
orations and porthole trim. 





wp 


CHILDREN'S SHOES 





ANOTHER PEDICROSS HIT 
A SURE SELLER 


Brown Elk. White Elk. 


Sizes. 8'/2-!!; Wes 
36 pr. of run to case 
See us of the Cleveland show! 
POLONER SHOE CO. 
156 Duane Street New York 13, N. Y. 











Minneapolis 


NAPIER featured strikingly beautiful 
shoes which found high favor. A lip- 
vtick red calfskin sling pump, with 
gold nailhead trim on a decorative 
Low was liked for wear with white 
end Summer fashions. Spectator 
pumps, in white suede with tan calf, 
with either high or medium heel, were 
liked for street wear. Lizard still 
holds attention, shown in red, brown 
ca black, in either closed or open 
backs. Matching handbags are tied-in 
with these. 

Young-Quinlan showed brown calf- 
ekin. with open toe and boulevard 
heel. Tiny perforations dotted the 
cut-out vamp in this suit pump. Suede 
or patent shoes, consisting of straps 
with high heels, open toe and heel, 
are good. A decorative shoe, in white 
doeskin, with port-hole punching and 
scallops, sold well. Another white 
perforated doeskin sling pump with 
medium heel had nailheads rimming 
the platform and trimming the flap. 

John W. Thomas & Co. had good 
success with frosty white suedes, with 
perforations, in both plain vamp and 
wrap-around sling pumps. Black 
suede platform pumps, accented with 
nailheads sold well. Wedgies were 
favorites in casuals. A white gabar- 
dine with wedge platform and a perky 
bow was a good sales item. White 
with tan calf wedgies in both sandal 
and sling pump style went over well. 

C. M. Stendal showed an open toe 
and tie in a classic white buck with 
brown calf trim. For smart costum- 
ing a hand-made alligator on a three- 
quarter inch platform caught interest. 


Boot and Shoe Recorder 
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Sine of the Selesmtttt and Syyolaers 


Named Sales Manager 


For I. Miller Factories 


New York—Alfred Gerd has been 
appointed sales manager of the manu- 
facturing divisions of I. Miller & Sons, 
Inc., it has been announced. He suc- 


Selby Announces 
Expansion Program 


PorRTSMOUTH, O.—To accammodate 
the continued growth of the company 
and to provide adequate facilities for 
its further expansion, the stockholders 
of The Selby Shoe Company, at the an- 





ROGER A. SELBY 


nual meeting June 20th, held, at the 
offices of the company, approved by a 
large majority two steps. 

The first of these was to authorize 
the further investigation by the man- 
agement of the separation of the com- 
pany into two new operating units, one 
of which would exclusively handle and 
provide better facilities for the contin- 
uing overseas development of the com- 
pany, as well as its retail store opera- 
tions in the United States; the other 
would permit the concentration of its 
present shoe -manufacturing business 
as such. 

The company is presently operating 
or affiliated with foreign outlets in 
Australia, New Zealand, Mexico, 
Brazil Chile, Uruguay, Argentina, 
South Africa, Great Britain, France, 
Canada, and India, and contemplates 
a continued increase in its overseas ac- 
tivities. The expansion of this phase 
of activities necessitates the develop- 
ment of an administration charged 
solely with the responsibility for this 
phase of the business. 

: The company’s retail operations con- 
sist of the Selby Shop in Portsmouth, 
0.; Selby Shoes, New York City; and 
the Crittenden Bootery which leases 


July 1, 1946 


five shoe departments in Florida and 
one in Georgia. 

To facilitate the company’s growth, 
the office of chairman of the board has 
been created; Roger A. Selby was 
elected to this office, and will be the 
senior administrative officer of the com- 
pany. N._B. Griffin, formerly vice- 
president and general manager, has 
been elected president. These changes 
in the titles of the two operating execu- 
tives will permit more flexibility in 
management and facilitate the contin- 
uel expansion of the business. 

Directors reelected were: William B. 
Altsman, W. R. Daley, Cleveland; H. 
A. Estabrook and Louis Polk, Dayton; 
N. B., Griffin, Homer C. Selby, Mark W. 
Selby and Roger A. Selby. Officers, 
other than chairman of the board and 
president, are: Homer C. Selby, Wil- 
liam B. Altsman, W. F. Hooley and M. 


H. Stevens, vice-presidents, A. H. 
TePas, secretary, and G. F. Lang, 
treasurer. 


In addition to the activities of tis 
main plant at Portsmouth, the company 
is operating a shoe manufacturing unit 
in the upper floors of the Standard 
Supply Building, a sole leather proces- 
sing plant, and has recently opened a 
factory at Ashland, Ky., for the proc- 
essing of shoe uppers. The original 
plant has become overcrowded, and ad- 
ditional space had to be acquired. 





Named Stylist for 


Barrett Shoe 


FRANKForRT, Ky.—The Barrett Shoe 
Company, a division of General Shoe 
Corporation, has announced the ap- 
pointment of Gilbert F. Jonas, widely 
known in the shoe industry, to be sales 
manager and stylist in the develop- 
ment and promotion of women’s lines. 

A native of Kentucky, and from a 
family of shoemakers, Mr. Jonas fol- 
lowed suit by breaking into the shoe 
business in Cincinnati, Ohio. After get- 
ting his earlier experience with the 
Dunbar Pattern Copany in Cincinnati, 
he went to St. Louis to style the Nat- 
uralizer line for Brown Shoe Company 
in 1928. Five years later he left Brown 
to go with the Peligo Company. In 


19387 he joined Boyd-Welsh as sales 
manager in charge of styling, and 
served in that capacity until recently 
joining Barrett at Frankfort. His work 
will begin July 1. 





ALFRED GERD 


ceeds Irving E. Grossman, recently ap- 
pointed executive head of the divisions. 

Mr. Gerd has been affiliated with I. 
Miller for approximately 13 years. 
Originally coming from Harvard Busi- 
ness School, he started with the firm 
on survey and analytical work. He was 
then appointed to the sales department 
for research and: statistical studies of 
territories and accounts, followed by his 
appointment to the sales division as an 
assistant to Mr. Grossman. 

About five years ago, Mr. Gerd was 
transferred to the Southeastern terri- 
tory to study retailing of I. Miller 
shoes in the various types of stores that 
sell them. After a successful job in this 
territory, he was brought to the New 
York headquarters to assist in the con- 
trol of sales, production, promotion, co- 
ordination, and line building. 

As sales manager of the manufactur- 
ing divisions, Mr. Gerd will control the 
distribution and selling of the produc- 
tion made available by the five factory 
plan recently announced. 





New Footwear Venture 
In California 


Los ANGELES, Catir.—Sunland Foot- 
wear, Inc., has been organized in Los 
Angeles County with a capital of $50,- 
000. Directors are: Harry Glantzow 
and Ali Arslan, both of Los Angeles; 
and Nicholas L. Carroll, of Pasadena, 
Calif. The new corporation is repre- 
sented by A. S. Goldman. 









Visitor Reports on English Shoe Industry 


J. G. Jones, Jr., left, general manager of the Rice-O'Neill Shoe Company, coafers 

with Frank W. Lang, director of the Bective Shoe Company, Northampton, Eng- 

lend, during the latter's first visit to this country since 1939. -Mr. Lang reported 

that England is two years behind America in style development, and is just 
now adopting slingbacks. 


Str. Louis, Mo.—Frank W. Lang, di- 
rector of the Bective Shoe Company of 
Northampton, England, has been visit- 
ing in the states recently, renewing old 
acquaintances since his last visit in 
1939. 

Mr. Lang came to St. Louis for a 
conference with Rice-O’Neill Shoe Com- 
pany officials. Bective Shoe Company 
has a working association with the St. 
Louis firm wherein they manufacture 
and distribute Rice-O’Neill shoes in En- 
gland. While here Mr. Lang adopted 
four new open-toe, open-heel lasts and 
one closed up wall last. Mr. Lang said 
that the shoe industry in England be- 
gan operating under wartime restric- 
tions much earlier than the U. S., and 
has continued under them with only 
slight readjustment since last April. 
Though approximately 80 per cent of 
all women’s shoes produced in England 
are closed types, Mr. Lang reports that 
the sling back is meeting with good ac- 


ceptance. Popular heel heights in En- 
gland are 17/8 and 18/8 of the cuban 
type. High wedges are popular as a 
high style feature; platforms are very 
limited now but are expected to grow. 

“One must remember,” said Mr. 
Lang, “that English manufacturers 
still have the handicap of concentration 
of industry, a very serious shortage of 
labor, particularly female labor, and 
general rationing of wearing apparel. 
One is given 28 coupons each six 
months. A man’s suit requires 26, a 
pair of women’s shoes 7, a pair of men’s 
shoes 9 and a man’s shirt 7.” 

In comparing England’s shoe prices 
with America’s, Mr. Lang stated that a 
shoe selling at $11.95 here would sell 
for approximately $14.00 in England. 

Yet despite the wartime restrictions 
Mr. Lang feels that the English shoe 
manufacturers have done an excellent 
job, particularly with respect to main- 
tenance of quality. 





New Firm to Make 


Quality Footwear 


New Yorx—tThe Atlantic Shoe Cor- 
poration has been established at 2638 
Park Avenue, in space occupying two 
floors. In the month of August, making 
shoes for Fall delivery, the factory will 
be ready for production of ladies” bet- 
ter grade, slip lasted shoes, with a 9/8 
heel of all leather and also of a new 
plastic material. 

The new plant is scheduled to pro- 
duce, in the first ‘season, about 360 


% 


pairs daily and plans to work on two 
popular patterns, of which one is a 
closed toe, open heel pump, with double 
tucked vamp; the other an open toe, 
open back, sling pump, smartly per- 
forated. Trade name for the firm’s foot- 
wear is “Pierrettes.” 

The Atlantic Shoe Corporation is 
owned and operated by George Meyer, 
Leopold Neumann and Harold Lemke. 
Mr. Meyer is in charge of all adminis- 
trative work, while Messrs.. Neumann 
and Lemke are in charge of all pur- 
chasing and production. 


New Fabric Firm 
In New England 


Boston, Mass.—International Fab. 
ric Corporation of Boston, the first and 
only vertically integrated organization 
devoted exclusively to shoe fabrics, has 


JACK ANSIN 


announced the opening of their new 
home, “145 South Building,” Beach and 
South Streets. Spinning, weaving, con- 
verting, finishing and the manufacture 
of coated products and accessories now 
stem from International’s new head- 
quarters with plants in New Hamp- 


MARK A. EDISON 


shire, Massachusetts and Rhode Island. 

At 145 South Building there are ap- 
proximately 50,000 square feet of space. 
The building has been thoroughly mod- 
ernized and renovated. Display facili- 
ties are attractively laid out for the 
presentation of a wide range of shee 
fabrics. Recessed showcases and fluor- 
escent lighting make this section 4 
comprehensive shoe fabric exhibit. 

International Fabric Corporation’s 
operations cover three distinct types of 
shoe fabrics—upper materials, lining 
materials and functional inner linings. 

Jack Ansin is president of Interna- 
tional Fabric Corporation; Mark A- 
Edison is treasurer and in charge of 
marketing and distribution. 
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WOMEN'S SANDALS 








INTERLACED T-STRAP SANDAL 
Smooth Leather Uppers «+ weet ~~ 4 Non. Marking 
Outside Nailed Heels 


At Once 
Delivery 


Wet 10 Days 
F.0.8. N.Y. 





"Brown © Red ¢ White Sizes: 8% - 11, 11% -8 


36 pr. of color run to a case 
See Us at the Cleveland Show! 


POLONER SHOE CO. 
156 Duane Street New York 13, N. Y. 





HUARACHES 





~~ rs 





“BRONCO” 
MEN'S & WOMEN'S 
HUARACHES 


18 pr. LOTS 





Hand Woven Sandals 
$4.00 F.O.B. Los Angeles 


MACON DISTRIBUTORS 


719 W. 3rd St. Los Angeles 13, Cal. 














PRICE TICKETS 








Great Little Time Savers 


PRICE TICKETS: Size 1%" wide, 2%" 
high; prices 25¢ to $12.00. Cardboard 
white, prices black, color designs . . . 
choice of Green, Blue, Orange, Brown, 
Lavender. ee ee 30¢ 
a doz., 12 doz. $3.00. 


MERCHANTS SERVICE DEPT. 
#209 S$. State St., Chicago, i. 
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J. S. Protzel to Represent 
Manufacturing Firms 


PROVIDENCE, R. I.—Joseph S. Protsel, 
who has been general sales manager of 
the Bristol Manufacturing Corp., Bris- 
tol, R. I, and the M. C. Smith Co., 





J. S. PROTZEL 





Providence, has announced his resigna- 
tion from these firms, effective June 1 
He plans to establish an organization as 
a manufacturer's representative in the 
shoe field. 

Mr. Protzel is widely known in the 
rubber and fabric footwear field and 
previous to his association with Bristol 
Manufacturing Corp. and the M. C. 
Smith Co., he was New York manager 
for the Cambridge Rubber Sales Corp. 
for more than 23 years. 

W. H. Smith, treasurer of the Bristol 
Manufacturing Corp., states that Mr. 
Protzel will be retained by both firms 
2s sales and promotion consultant. 
Temporarily he will be located at their 
New York office in the Marbridge Build- | 
ing. 


Carlisle Shoe to | 
Expand Facilities | 


Harstssurc, Pa—M. M. Stollmack, 
vice-president and general manager of 
the Carlisle Shoe Co., has made known 
company plans to increase facilities at 
its plant here. 

When negotiations for two additional 
floors in the company’s factory are 
completed, an area of approximately 
85,000 square feet will be available. 

“As machinery becomes available 
and we can train employees, production 
in the Carlisle and Harrisburg plants 
should reach over 8,000 pairs daily,” 
Mr. Stollmack said. “We plan to range 
widely in our choice of styles and lasts 
within our price bracket.” 

Mr. Stollmack believes the $10.95 
price range will be the most popular in 
this post-war era, as compared with the 
popularity of the six dollar range after 
World War I. 

The manufacture of flats is to play 
a large part in Carlisle’s program. 
“Our plans for flats are so extensive 
that we could devote either of our two 
factories to this type exclusively,” Mr. 
Stollmack said. 
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ACCESSORIES 


Se ear eee ol 


A HAPPY ADDITION | 


TO YOUR ACCESSORY DEPT.! 


Get your share of the sales stim- | 
| 








ee 






ulated "oy o~ fall Bo seg ing cam- 
gn in lead mogasines. 
Fellow the lead’ of of other shoe store 


GO 


AW already “ilies 
Ceeenk GLAMOUR a oantent 
by _He Howtit. Gay By iad 


jon trend in shoes and bags. 


There is a GLAMOUR GARTER 
for Every Woman's Every Costume! 


Bibs Cities 


Oy Helizes Hewitt 
$12.00, $15.00 end $18.00 per doz. 


For full Information on styles, 
newspaper mats and smart lucite 
display stands, write: 


Holic B. Hewitt Ine. 
37 W. 39th St., New York 18, N.Y. 
CHelsea 











































WINDOW FIXTURES 

















Ready for Immediate Delivery 


re SHO-MASTER 


At Last! A Shoe Fixture 
That Enhances Your Shoes 

























Sparkling lucite 
of service. a 
16" High—21" Wide 


HALSEN MFG. CO. 
$ 






227 S. Fifth St., Phila, 6, Pa. 
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MEN'S SHOES 








sli nnlietaball 





#2000 — Ladies’ sizes 4 fo 9 
18 poir minimum 


IN STOCK - IMMEDIATE DELIVERY 
McBREEN SHOE CO., INC. 


305 W. Monroe St. 








Chicago 6, Ili. 








PRICE TICKETS 








PRICE TICKETS bring sales! 
Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT’S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 
209 So. STATE ST. CHICAGO 4 


























Erecting Third Factory 


ROBINSON, ILL.— Foundations have 
been completed and construction work 
is progressing on the streamlined and 
thoroughly modern plant of the Ettel- 





A. V. ETTELBRICK 


brick Shoe Company here. Located at 
the western edge of the city, the struc- 
ture will be 270 by 110 feet. Con- 
structed of concrete, steel, glass and 
buff-colored brick, the entire interior 





N. E. ETTELBRICK, JR. 


will be devoted to the manufacture of 
footwear for infants, children and 
misses. Present production of about 
8,000 pairs daily is expected to be 
boosted to about 17,000 pairs daily 
when the new factory is ready for 
occupancy. 

Partners in the new firm are two 
brothers, A. V. “Gus”. Ettelbrick, pro- 
duction supervisor, and N. E. “Nick” 
Ettelbrick, Jr., stylist and buyer. The 
former has recently invented a new 
fitting system for children’s shoes 
called “Window-Fit,” which provides 
for a transparent plastic model by 
which the foot can be seen inside the 
shoe. 

The company’s footwear is retailed 
through Step Master Shoes, Inc., which 
is featuring the new fitting system. 
The Ettelbrick Company, which was 
begun in Greenup, IIl., in’ 1926, will op- 
erate three factories with the comple- 
tion of the new plant. 


Monogram to Take 
New Factory 


TRENTON, ILL.— Monogram Slipper 
Company announces that a long-term 
lease has recently been negotiated with 
the Trenton Building Corporation 
which is presently building a one floor 
shoe factory in Trenton. 


Archie Bregman, president of the 


Monogram Slipper Company, advises 


that the building will be 60 ft. wide 
by 280 ft. deep, but the site is 200 ft, 
wide by 500 ft. deep and will allow 
for considerable expansion, should the 
Monogram company require it. Sevy- 
eral of the features being incorporated 
in the new factory are that it will be 
without any posts in the interior, and 
that it will be completely daylight, hav- 
ing eight ft. glass all around. It will 
also include the most modern shipping 
and receiving facilities. Monogram 
Slipper Company will begin their op- 
erations in early July in a temporary 
building in Trenton 

A group of business men in Trenton, 
which is about 30 miles from St. Louis, 
headed by Delmont Schaeffer, president 
of the Trenton Farmers’ Bank, are re- 
sponsible for bringing this industry to 
their city. One of the prominent fac- 
tors in the transaction is that Mono- 
gram is to train a large group of for- 
mer service men. 

Monogram Slipper Company now has 
a plant at 1512 Clark Avenue in St. 
Louis, where a high styled line of 
women’s footwear is made. The Tren- 
ton plant will be used to manufacture 
high-grade mules and other types of 
footwear. 


Clever Ad Gives 
Company’s ‘History 

San ANTONIO, Texas—An unusual, 
full-page advertisement, for footwear 
of the Brooklyn firm of Andrew Geller 
at Frost Brothers, appeared in news- 
papers here. Declaring that the Geller 
firm meant as much to Brooklyn 
fashion-wise as the Dodgers mean to 
Brooklyn sports fans, the ad was 
headed, “A shoe tree grows in Brook- 
lyn.” Growing near the base of the 
tree was a photograph of Andrew 
Geller, the firm’s founder. At the top 
were pictures of Bert and Monroe 
Geller, youngest members of the com- 
pany. Both were recently discharged 
from the armed forces. The unusual 
ad was a product of the Frederick- 
Clinton Company, New York. 





Named Honorary Chairman 


RocHESTER, N. H.—Former Governor 
Huntley N. Spaulding, head of the 
Spaulding Fibre Co., manufacturer of 
Spaulding shoe counters, has been 
named honorary chairman of a cam- 
paign to raise $300,000 for construction 
of a new physical education building at 
Tilton School in Tilton, N. H. 
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BOWS 
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“GLAMORIZERS” 


by 
ACE 
Bows 





No. 
2151 
Plastic Patent. Genuine Black, Navy, Red; Army 


Russet, Town Brown Calf. Black, Brown, Navy, 
White Suede. Studded with Gold "Nailheads. 


$9.00 per dozen. Terms: 2% 10 days 


immediate Delivery. All Bows with Clips. 
icin a aliee- dale as ceased. 


ACE BOWS, INC. 
212 20th Street Brooklyn 32, N. Y. 


DISPLAY SHOE FORMS 














LOID — ladies’, misses’, children’s — fiesh 
ly, varied heel heights and sizes—immediate 


Alse PLASTIC (Lucite) DISPLAY SHOE STANDS, 
men's or women’s—attractive 
Write. for samples or details 
LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 











<r 


CHILDREN'S SADDLES 





White Elk with Brown Elk Saddles. Heavy 


See Us at the Cleveland Show! 
Sizes: 04 te 12; 12¥4 te 3; 36 prs. te a run te the case 


-POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 














’ 
Advertising Campaign 
Sells Casuals 


NASHVILLE, TENN.—An original ad- 
vertising technique was introduced re- 
cently in an extensive campaign for 
casuals Fortunet, made by the Sewanee 
Shoe Company, Division of General 
Shoe Corporation, Nashville, Tenn. 
Dramatically designed, and written to 
allow the woman reader to inject her- 


July 1, 1946 








To Make Women’s 
Quality Footwear 


LYNN, Mass.—Frank E. Adams, one 
of the best known shoe men on the 
North Shore and widely known among 
shoe merchants from coast to coast, has 


FRANK E. ADAMS 


established his own  business—the 
Frank E. Adams Shoe Co.—at 49 State 
Street, this city. Plans call for the 
manufacture of high-grade shoes for 
women. 

At various times, Mr. Adams has 
been associated in an executive capacity 
with companies in Haverhill, Newbury- 
port and. Lynn. At one time he oper- 
ated his own company in Seabrook, 
N. H. His present venture, therefore, 
is a revival of the successful business 
in which he was once before engaged. 
Until recently he has been sales man- 
ager of Sbicca-Del-Mac, prior to which 
he was connected with the Unity Shoe- 
makers Corporation of Haverhill and 
with the Gregory & Read Company of 
this city. 





self into the situation, the ads will be 
featured in full-page four-color dis- 
plays in fashion magazines. Plans also 
call for a consistent series of news- 
paper ads in 15 markets throughout the 
Fall. 

“Recent surveys made for us,” said 
Ray McGinty, company branch man- 
ager, “reveal that the war-baby casual 
shoe which achieved such wide popu- 
larity during the war, has become a 
definite fashion trend to which women 
of all ages are subscribing. They find 
that the styling of this type shoe lends 
itself to proper wear for every occa- 
sion round-the-clock —from morning 
hours at home to evenings out.” 

All ads carry the theme that of all 
the things which make a woman more 
beautiful, “not the least of her loveli- 
ness” are her casuals Fortunet. Such 
background items as perfume bottles, 
flowers, manicured hands, jewelry are 
the devices used. These, by indirec- 
tion, underscore the selling theme of 
the series. 
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BOWLING SHOES 
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‘MEN'S BOWLING 


OXFORDS 


8306 Black Pebble Grain Finish 
Sold in Case Lots Only 
24 Pair in a Case 


Sizes 6'/2 to II 285 


Net 10 Days, F.O.8. Chicago 


IRVING LAMET SHOE CO. 


333 W. Monroe St., Chicago 6, Ill. 














2 ore 


STADIUM BOOTS 


Searce Item — Buy Now! 
BROWN COWHIDE 





Zipper Style Full Sheep Collar 
Write fer Folder 


CONJOR SHOE COMPANY 
287 Broodwey New York 7, 4. ¥. 
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Classified and Ninel Mls 





SALESMEN WANTED 


SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 








SALESMEN 


To carry a fast line of WOMEN'S 
NOVELTY SHOES, SLIPPERS AND 
CASUALS on straight commission. 
Men with contacts among large and 
small —_ in the following ter- 


California, Oregon, Washi . Col- 


Kansas, Missouri. ” Wisconsin, IMinois, 
Indiana. Virginia, No. and So. Caro- 
lina, Florida. 


No objection to carrying non-con- 
flicting lines. 
SUBSTANTIAL EARNINGS 
FOR QUALIFIED MEN. 
Address (38, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











MANUFACTURER OF QUALITY SHOE 
mek olen LINE seeks 


— Department Stores and 
Trade. Choice exclusive terri 
the country are available line. This 


in strictest pon meal Address #102, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





TRAVELING SHOE AND SLIPPER 

SALESMEN WANTED to represent Amer- 
ica’s largest manufacturer of exclusive Shoe 
Ornaments. Good proposition. Send full par- 
Address #131, care Boot & Shoe 
ag 100 East 42nd Street, New York 





O CALL ON RETAIL AND DEPART- 

MENT STORE TRADE, Pacific Coast terri- 
tory, Manufacturer’s Line of Sport Type Play 
Shoes and Slippers, to retail $3.00. Address 
#145, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17 N. Y. 





(COMPLETE HOUSE SLIPPER LINE. Right 

men will well — i“ beautiful Line. 
Southern States, New Y. ennsylvania ter. 
ritories open. BANNER SHOE x COMPANY, 
46 N. Fourth Street, Philadelphia, Pa. 





OMPLETE Be gm Modern Design 
C oy at Lucite Shoe Display Pa 
for Ladies’ Shoes; including our 
nationally foal “Fantom. Form” Shoe bon 





EXPERIENCED SALESMEN TO REPRE- 
SENT MANUFACTURER’S LINE of 

Sport Type Play Shoes and Slippers—East, 

South and Midwest territories 

#144, care Boot & Shoe R » 100 East 

42nd Street, New York 17, N. Y. 


SALESMAN WANTED TO COVER MIS- 

SISSIPPI, LOUISIANA AND TEXAS for 
factory Women’s Playshoes and Slippers. Ad- 
dress #135, care Boot %& Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y.. 


SAlsees WANTED TO SELL JOBBING 

Men’s, Boys’ Work and Dress Shoes; 
Chitiee’s Shoes; and Complete Line Rubber 
Footwear. Territories Open: States New York 
and New Jersey, also Western Pennsylvania 
and West Virginia. Write full details giving 
references. Address #141, care Boot & Shoe 
ae 100 East 42nd Street, New York 17, 











SALESMAN WITH RETAIL SHOE FOL- 

LOWING to sell Women’s Slippers, Sport 
Shoes and Playshoes in Tennessee, Kentucky 
and Virginia territory. Address #136, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





IDELINE SALESMEN for. Texas and 

Southern territory, also for Midwest terri- 
tory, to carry America’s fastest selling Line of 
Ladies’ Play Shoes and Welt Sport Shoes. Good 
deliveries assured. Address: Box #119, care 
Boot: and Shoe Recorder, 1221 Locust Street, 
St. Louis 3, Mo. 


AS WANTED to carry a Line of 

Shoes, House Slippers, and Children’s 
Shoe f- straight 5% commission in the fol- 
lowing territory: Virginia, _ West Virginia, 
Georgia, Kentucky and~ Missi Address 
#140, care Boot & Shoe R , 100 East 
42nd Street, New York 17, N. Y. 





WANTED SIDELINE SALESMEN ON 
COMMISSION BASIS to carry W 
saler’s Line of Housé Slippers and Playshoes, 


-Our name is known to every General Store, 


Department and Shoe Store in the smaller com 
munities of most States qutside the Far Wesr. 
Prompt and efficient delivery guaranteed to alt 
well-rated accounts. Give fu!l particulars ig 
first letter and we shall do likewise. Address 
#133, care Boot & Shoe i 100 East 
42nd Street, New York 17, N. Y. 





FAST GROWING WHOLESALE FIRM 
NEEDS SIDELINE SALESMEN in the fol- 
lowing States: Ohio, Michigan, Illinois, Wash- 
ington, Oregon, California, Oklahoma, Texas, 
New Mexico, Arizona and Colorado, to sell a 
varied Line of Men’, Women’s and Children’s 
Footwear, on 5% commission. Send references 
in first letter. Address Box #B-142, Boot and 
Shoe Recorder, 10 High Street, Boston 10, 
Mass. 





LINE WANTED 


Me. SHOE MANUFACTURER: I am a 

young man 38 years of age, recently re 
leased from four years in the Armed Forces, 
currently employed in retail shoe business in 
top Fifth Avenue Store. Prior to the war 
worked in retail shoe department of leading 
Specialty Store on Pacific Coast. My one ambi- 
tion ig to represent a good manufacturer in any 
territory available in the United States—Men’s, 
Women’s or Children’s Shoes, Have had 15 
years’ experience in retail. shoe business and 
firmly believe that with the competitive era 
rapidly approaching IT can prov a valuable sales 
representative for the right manufacturer. Until 
that time arrives am willing to work at any 
position in your factory in order to become 
familiar with selling qualities of your iine. Ad- 
dress #137, care Bost & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y¥. 








SIDE LINE AGENTS WANTED: Shoe Or- 

naments to retailers, chain stores and whole- 
salers. California, Chicago, Dallas. Address 
Box #120, care Boot and Shoe Recorder, 1221 
Locust Street, St. Louis, Mo. 


SAL ESMEN WANTED WITH GOOD EX- 

PERIENCE AND REFERENCES on Soft 
Sole Slippers, also California Process Slippers 
and Playshoes. Established concern; Production 
over $500,000. Address #139, care Boot & 
Shoe, Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


FOR RENT 














SHOE DEPARTMENT 
FOR RENT 


location; city in New York State, 

over 200,000. Write 
BOX 817, 1474 Broadway, New 
York, N. Y. 

















SALESMAN WITH PERMANENT SAM- 
PLE ROOMS located in Northern Califor- 
nia, familiar with bettter rated accounts on 
Coast territory, wants Manufacturer’s Line 
Ladies’. Men’s, or Children’s Dress Shoes or 
Sport Welts. Can furnish excellent refe 
Address #130, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


EXPERIENCED, CAPABLE SALESMAN 
WANTS FACTORY LINE Women’s 
Goodyear stitched or Welt Sport Oxfords, pop 
ular or medium grades; or Factory line of 
Misses’ and Children’s Medium or Better Grades 
or Women’s better grade Novelty Footwear, to 
sell to good accounts in connection with non- 
conflicting factory line of shoes in 

Coast States. Can arrange personal interview 
at my expense. Address #126, care Boot & Shoe 
oo 100 East 42nd Street, New York 17, 








OBBER, OPENING IN LOS ANGELES, 

desires contact with manufacturers of Men's, 
Boys’, Women’s, Children’s shoes. ——_ 
WILLIAM B. LAZAR, 60 East orado 
Street, Pasadena 1, Cal. 


S HOE MERCHANT DESIRING TO RE 

ENTER JOBBING BUSINESS, financially 

in distribution of Men's 

good shoes is: New England. Ex- 

references. Address #122, care Boot 

& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 








CLASSIFIED ADVERTISING RATES 


~e.—lCc ee ae ie ae ate eee lull ie te Lee 








The rate for undisp! classified advertising is 10 cents a word under any of our classified headin Minimum rate is $1.80 

for each insertion fone” When a box number ls desired, addressed t any of our offices, 12 words must be added for this and charged 

at the word rate. name and address ie used, count each word (street number is one word) at word rate. 
Send check or money order with your copy. No accounts a for classified 


Classified 

ee eh 
or boxed in Classified advertisements is $7.00 an inch with a maximum of 46 words per inch. 
Advertisements for this page must be in our New York Office 10 days preceding publication date = 
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HELP WANTED 


WANTED TO PURCHASE WANTED TO PURCHASE 








FABRIC FOOTWEAR 
| PATTERN a DE DESIGN MAN 


Twin BEES. eat 8 of Pat- 
, — and grading in Cali- 
Fabri bric Footwear 
aed ound hel helpful. Ability to work 
St etylo details, follow through on 
Dedeotion and direct activities of 
others essential. An excellent fu- 
ture with one of the largest manu- 
facturers in the field expanding its 
fabric footwear business. Location 
Midwest. Write in confidence giv- 
ing complete information on past 
rience in first letter, including 

ry requirements. 


Address 116, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, MH. Y. 








TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 

















COMPETENT SHOEMAN TO TAKE 
CHARGE HIGH GRADE FAMILY = 
ERATION, Community 50,000; «unusual 
portunity; strictly confidential. ‘Address #143. 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


1215 
PRIUS Dat ARTS Tani doe 
Michigan’ or complete ‘details. WANTED TO BUY 
Fe eB, AK, Store within 250 miles of 
Chisage, doing over $35,000; = 
WE BUY deal at 100°, on clean stock. 
SURPLUS AND COMPLETE STOCKS | | |" °r,%."%2is S28 S.RUS"GCOROE® 
OF BETTER GRADE SHOES 


SHORT LEASES ASSUMED 
YOUR NAMB AND BRAND 
PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobe” 

89 READE STREET 


New York City 
Phone BARCLAY 1-1887 








WANTED TO 








CHAIN SHOE STORE 
SUPERVISOR 


for Popular Price Family Shoe Stores in 
Midwest. Must have thorough knowl- 
edge of Family Shoe Store operation, 
advertising, display, personnel, mer- 
chandising, complete store supervision. 
Real opportunity and future for right 
party. Write for interview, giving de- 
tails in full as to age, experience, ref- 
erences; also ry expected. All re- 
plies will be held in strict confidence. 
Address 129, care BOOT & SHOE RECORDER 
209 Se, State Street, Chicage 4, Ii. 











FOR SALE 











HUARACHES 


UNIFORM QUALITY 
Guadalajara Women's 3/8 


whole sizes $1.35 

Child's 10/2 whole sizes 1.30 
Oaxaca (steerhide) 3/8 

half sizes 2.00 


36 pairs te case 
PROMPT DELIVERY . 


RIO GRANDE IMPORTING CO. 


Brownsville, Texas 





PURCHASE BETTER 
GRADE FAMILY SHOE STORE for all 


cash, doing $75,000 to $125,000 yearly in New- 
et pad New y= & or in Eliza’ 


New Bruns- 

Trenton, Paterson, 
Hackensack, — Jersey, also Phil phia, 
Pennsylvania. Address #128, care Boot & 
Shoe 100 East 42nd Street, New 
York 17, N. Y. 


BARIS BUYS 


ame ep sates 


FOR CASH. 
BARIS SHOE CO.., Inc. 


Worth 2-5160-! 
79-81 Reade $t., New York 7, M. ¥. 














RETAIL SHOE BUSINESS IN New Mex- 

ico, Colorado, Arizona or California, Ex 
G-I with fifteen years’ experience in Family 
Shoes. LEONARD BURKHARDT, Corry, 
Pennsylvania. 





WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Shoes for Men, Women and 














FAMILY SHOE a WANTED, located 
ieee 


in bea or Vireo 
of Columbia ireinia. Cash 
#95, care Shoe Recorder, 100 Bene East 
42nd Street, al von 17, N. ¥. 











98 DUANE ST. NEW YORK 7, &. Y. 
Telephone WOrth 23-2515 
WANTED 

Sell us your Factory Damaged 
Jobs and Return Worn Shoes. Highest 
Cash price paid. 
W. M. SHAFER 
Box 604 Lancaster, Ky. 

















S HOES: WE A pw wd FOR OUR RE- 
short or complete run 


TAIL STOR 
of sizes of fellowing make onere lines: Roblee, 
City Club 
or comparable lines. "Wire os ere just a 
couple of veterans. FAR-HA SHOE STORE, 
. Commerce, City 9, Okla. 


S MALL FAMILY SHOE STORE, by private 

party, from private owner—Central to East- 
ern Pennsylvania. Address #121 4. Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y¥. 














SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 
95 Reade St. New York 13, M. Y. 














July |, 1946 











WANT TO LEASE 


AFAST GROWING SHOE CHAIN wae > 
Ladies’ Shoe 


within the anlles ef 500 abe of ow Tan 
City. Address #96, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 








FOR SALE 








FOR SALE 
MIDWEST ATHLETIC SHOE FACTORY 
Fully equipped: aupesty SO dom pe Su. 
Scare sold for balance of 1946. 
inquiries to: 
Address 146, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, M. Y. 











R SALE: TWO ESTABLISHED FAM- 
ILY SHOE STORES in Western Pennsylva- 


nia. Owner retiring because of ill health. Re- 
quires $50,000. Address #127, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y¥. 





HAYE ON HAND FIFTY PAIR Custom 
Steel Arch Appli 


New York 17, 





Ony 2 FAMILY SHOE STORE IN TOWN 
000 population New ersey; 
years: doing $40,000 yearly. Stock 


rear. or income 
Address #118, care Boot & Shoe Recorder, 100 
East -42nd Street, New York 17, N. Y. 

















FOR SALE 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








FOR SALE 


volume unlimited. About 1000 
accounts. Excellent resources — 5a) organiza- 
tion. Owner has other busi 4 full 
time. Only moderate investment required. 
Address 125, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 

















POSITION WANTED 





SITION WANTED BY YOUNG MAN 
with 15 years’ experience in sales, styling, 
preferably with Manufacturer. Excellent shoe 
manufacturing background. Will travel. Ad- 
dress #132, care Boot & Shoe Recorder, 10¢ 
East 42nd Street, New York 17, N. Y 





To Survey Shoe Industry 
In Europe 


Boston, Mass.— Daniel Benjamin, 
treasurer of the Alburton Co., Inc., dis- 
tributors of shoe fabrics, will fly to 
Europe July 2 for a seven weeks’ sur- 


DANIEL BENJAMIN 


vey of shoe and allied trade centers in 
the British Isles, Eire, France, Switzer- 
land and Sweden. 

Mr. Benjamin, who came to this 
country from England in 1922 and who 
operated a chain of shoe stores in Lon- 
don prior to the war, plans to re- 
establish European contacts for even- 
tual two-way traffic for shoes, leathers 
and fabrics between the United States 
and European capitals and trade cen- 
ters. 

“There has always been an active 
market in this country for European 
luxury leathers and shoe fabrics,” said 
Mr. Benjamin, “and the experience I 
had with my retail units in London be- 
fore the war was a clear indication of 
how eagerly European women sought 
footwear of American style and manu- 
facture. Even though the problem of 
securing adequate food and clothing is 
paramount in most of Europe today, 
contact with various European firms 
reveals that they consider the problem, 
of rebuilding war-shattered economic 


, . 


Scientific heel-to-ball, heel-to-toe 
and width measurements instantly 
made with the new and better 
BRANNOCK DEVICE. Univer- 
sally used, in majority of American 
shoe stores,—by Army and Navy 
shoe fitters—and in global service. 


Adult Model for men and 
women $15.00 


Junior Model for children $12.50 




















structures almost as pressing and as 
urgent.” 

Mr. Benjamin will be accompanied 
by his wife and both will visit relatives 


in London. They plan to fly back at 
the end of August. 


Pincus Footwear Shown 
At Special Preview 

PHILADELPHIA— The Lester Pincus 
Fall preview had its initial showing in 
Philadelphia for three days, June 
11-12-13, at the Benjamin Franklin 
Hotel, and will be followed by shows in 
Baltimore and Chicago. Attendance of 
shoe buyers was by invitation only and 
these were issued two weeks in ad- 
vance of the showing. Shoes high in 
style and appealing to style conscious 
customers was the theme. Popular 
features in last year’s shoes were de- 
veloped with added styling and de- 
tailing. 

Buyers from local shoe departments 
attended the preview, which offered the 
latest in shoes for play, work and eve- 
ning. 

Given special attentiun in the Fall 
line were the Banditeena, a develop- 
ment of the popular ballet type; the 
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—here’ how to get 
More Business! 


HE Vincent ‘ Edwords idea Clipping 
T servi Service has over 2,000 satisfied users. 
Each order filled according to “what 
want; wholesalers usually request 
Dost retail ads; manufacturers usually 
want ads of competitive brands. 
will find that a study of newspaper 
ppings is the quickest and least ex- 
“= way fo keep in touch with what's 
going on. 
Use cou; below to learn more about 
this valuable service and the special! short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 
World's Largest Advertising Service Organization 
342 Madison Ave., New York City 


eau 
cli 


per od clipe! more oe we 5 — 
ec service and specia' 
tort term trial offer. 














Beau Catcher, decorated with tiny 


brass beads; and the Hooded Monk, for” 


casual wear. The first of these three 
is to be featured in ads appearing in 


August issues of Seventeen and Call 


ing All Girls. 


D. Myers House Organ Retu 


BaLtTrmore, Mp.—Making its reap 7 


pearance this month, is D. Myers & 
Sons, Inc., house paper, “The Wheel of 
Style.” After a war-time absence of 
almost three years, the paper will ap- 
pear every other month, bringing deal 


ers news of D. Myers & Sons, Inc., and j 
Style notes, 
advance notice of new lines, and per) 


the shoe world in general. 


sonal chatter will be included in subse 
quent issues. 

“Our new ‘Wheel of Style’ is planned 
to be a real help to our customers and 
we have some pretty pretentious pl 
for it,” Elkan L. Ries, vice-preside 
of the company said. 


Canadian Hide Stocks 
Show Loss 


MONTREAL — Raw cattle hide ste 
held by tanners, dealers and packer 
in Canada totaled 681,552 at April 
compared with 778,504 at March 
and 659,376 at April 30, 1945, 


Dominion Bureau of Statistics report 


today. 


Boot and Shoe Recor 
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